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Skirts to Be Longer—What of Shoes? 


——taax\|HERE is appearing a tendency of 
aN which every retail shoe merchant 
} 7 & { should be cognizant. It is a swing 

he 


of style that is appearing in Paris. 

It is a subject that is of vital im- 
portance in the merchandising of women’s fine 
shoes. 





Skirts Are Lengthening 


Readers of the RECORDER are aware of our ex- 
cellent fashion contact in Paris and in New York. 
We maintain a special Paris service and we have 
full access to all of the information that comes 
through the Dry Goods Economist, the greatest 
authority on women’s fashions in the world. 

Skirt lengths will average from 8 in. to 10 in. 
from the ground in good style attire. The very 
finest people are beginning to order their cos- 
tumes from 8 in. to 10 in. from the ground instead 
of 12 in. to knee high. 

The very short skirt, despite its youthfulness, 
has come in for national criticism. A return of 
modesty is beginning to sweep the country. Let 
us, therefore look to a lengthening of skirts. 

Skirts will show hems that are scalloped and 
paneled, so that in many cases the fringes will 
be almost ankle length. This gives you an idea 
of how the fashion people are groping around for 
a change of skirt lengths and of how cleverly they 
are doing it. 

Will this lengthening of skirts bring back glove- 
fitting boots, especially when the vogue is black? 

We want all style students in the country to 
keep their eye on this style tendency. We want 
also an emphatic resistance against a return of 
skirts long enough to cover the ankle. 

The RECORDER said years ago that “short skirts 
are youthful.” More than that, they are health- 
ful. 
Extreme shortness of skirts is not to be desired. 
An 8-in. to 10-in. height from the ground, we be- 
lieve, is significant of a possibility of change of 
styles. It will come slowly, for the best styles de- 





velop in the highest grades of apparel and foot- 
wear and then gradually work down the line. 


* *£ * * 


It is often said that “fashions go in cycles.” 
This is quite true. In fact, it is one of the funda- 
mental truths recognized throughout the world of 
fashion. The successive cycles work round again 
and again in the course of years, to the same ef- 
fects, in color, contour and other details. 

The mere irksomeness of monotony would be 
sufficient to account for some degree of change 
in everything human, for the human animal is 
naturally fond of variety. To be frank about it, 
part of the art of merchandising is making people 
discontented with the old, by bringing forward 
something new, which by contrast makes the old 
seem doubly old. Similar cycles are seen in other 
commodities as well. Fashions change not only 
in hats, coats and shoes, but in jewelry, furniture, . 
carpets, pictures, literature and even in archi- 
tecture. 

These cycles are not of uniform duration. Right 
there is where the shoe trade has stubbed its toe 
more than once in the past few years, in the mat- 
ter of style changes. It has failed to note the dif- 
ference in the cycle duration, and at times has ap- 
parently tried to speed up the periods of radical 
change in shoe styles, to match the periods of 
change in the most evanescent and quick-chang- 
ing of all commodities, namely, women’s gar- 


ments. 
ok ok 5 * 


Faster than a politician can change his immuta- 
ble principles, the designers of fine feathers for 
the feminine half of creation change their upper 
attire. And for several years the shoe trade ap- 
peared to be trying to keep up. 

You remember the joyous splurge of a few 
years ago which a Brooklyn shoe merchant inaug- 
urated and at the same time criticized, by placing 


the following sarcastically worded in his window:. | 








q full value out of a good 


| grabbed something radical- 
) ly different and shown it to 





} resent it when a too busy 


) every time we said: - 
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iin change our -styles every afternoon at 3 

It takes perhaps ten years to change a.style in 
houses; it takes several years to make a change 
of importance effective in jewelry; so with furni- 
ture. Ls 

But mutable and mobile woman finds the 
kaleidoscope of dress always changing: The speed 
is facilitated by the immense Variety of matérials 
and the possibilities of 1 "pEty in 
weavable fiber known, 


coarse, is finished smooth or rough, in every color 
of the rainbow. There is no imaginable limit to 
the possible changes, either in material or pat- 
tern. One season a woman’s dress will look like a 
circus tent in outline; another season like an um- 


brella ease. 
i , * * on * 


Shoes can’t keep up. They are closely limited as 
to material, because-the material must have 
strength; they“ must not only cover but must sus- 
tain the entiré weight of the body, thrust upon 
them in quick alternation. They are also limited 
as to pattern, because numerous lines and points 
of the foot must not be crossed by seams. And it 
takes much time and large expense in the factory 
to prepare the merely mechanical facilities for 
producing: a new style—the lasts, the patterns, 
the selection and grading of material. 

Only sheer novelties can go zipping about, in 
mid-season and out of season. They should be 


recognized as novelties, made as novelties, bought ° 


for novelties, sold as novelties. The traveling 
salesman ought to classify them so, in showing 
them: He ought to help his 
customers to recognize the 


n. Every’ ~. 
m vegetable, mineral, 
animal, or insect, is wrought with thread, fine or 
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“No, this is a premature funeral announcement ; 
the supposed corpse is not dead at all.” 

And every time we were right and the Public 
came streaming along the next séaso ought 
the stuff more heavily than ever befo 

These were not one-season ideas at all: hose 
who prematurely gave them the discard mark 
had the cycle length estimated wrongly. . 

It never was*more important than now to get 


+4 right view of juststhese two extremes of the 


shoe style question, and to measure the probabili- 
ties in point of time of life, of the different styles: 
shown. And the time to study the matter is now, 
while the formative influences of style that will 
work out the drift of next season’s stuff are shap- 
ing themselves and are being illustrated in our 


pages. 


More Styles and More Sales 


Our latest census shows further proof that. 
styles make sales and stimulate production. 

The total production of shoes was 330,000,000: 
pairs in 1919, an increase of 38,000,000 pairs over 
1914. Women’s shoes, chief examples of stylish. 
footwear, increased from 80,000,000 in 1914 to 
104,000,000 pairs in 1919, a gain of 24,000,000: 
pairs. Style development has doubtless multiplied 
the sale of women’s shoes. More style will selk 
more women’s shoes. 

Will it not do the same for men’s shoes? 


Not Profit—But Earnings 


We have said before and will-say again that the: 
term “gross profits” is a useless, meaningless, mis- 
leading phrase which ought. 
to be ruled out and forgot- 








“‘one-season stuff,” for his 
own good in later dealings. 


* * * * 


But with the other sort 
there ought to be more at- 
tention paid to getting the 





style before it is discarded 
' and closed out or “x-ed in” 
with other styles. Over and 
over, in the past six years, 
the trade has feverishly 


on the free list. 


the public—only to have 
the public go right on buy- 
ing the older style. They 
even seemed at times to re- 
sent the new styles as you 


hides and skins. 


waiter jerks away a dish 
' and changes the plate be- 
fore you have finished some- 
thing which tasted good to 
you. Pumps were declared 
to be “all dead”; so were 
two-straps; then colors 
were to disappear and be 
succeeded by all black, .and 


the free list. 


prices. 








Hides on the Free List 


Washington, D. C.,. July 22.—After 
having refused to put an import tax on 
boots and shoes, although it previously 
had fixed a tariff on hides, the House tail 
yesterday reversed itself and put hides 


The previous action of the House in 
refusing to grant compensatory duties 
on leather and manufactures of leather, 
including boots and shoes, so aroused 
the ire of some of the members that 
they set about to defeat the tariff on 


The feeling of the opponents was 
manifested in the vote of 239 to 174 
which replaced these commodities on 


This marks the end of a determined 
fight made by leaders in the shoe and 
leather industry and is a notable vic- 
tory. Had hides been taxed, it would 
have resulted in an advance in shoe 


| ten. It is an attempted two- 
dimensional measure of a 
three-dimensional space. 


Usually it does not give 
even the two dimensions 
correctly. In giving the re- 
merchant’s cost of 

goods, it gives only the in- 
voice price which he pays. 
to wholesaler or manufac-- 
turer. . It says not a word 
about ‘the money he pays: 
out for freight and dray- 
age before he sets eyes on 
the goods, before they are 
in fact in his possession at 
all, nor for the expense in 
his own time or a buyer’s: 
salary in deciding upon the: 
purchase of a given lot of 
shoes, and. perhaps par- 
tially planning or designing 
their styles. All these 
things are certainly part of 
the cost. 

Get rid of the word 
“profits,” both “gross” and 
“net.” If you have occa- 

. sion to refer to net profits, 


| (Continued on page 37): 

















BOOT AND SHOE 


General view of Philadelphia Footwear Exhibit in Main Ballroom of the Bellevue-Stratford Hotel 


Low-Cuts to Rule Says Philadelphia 


Annual Footwear Exhibit Shows a Decided Preponderance 
of Strap Pumps and Oxfords—Emphasis Laid on 
Excellence of Workmanship 


Philadelphia, Pa., July 21. 


HE Philadelphia Footwear Exhibit which was 
T held in the Bellevue-Stratford Hotel here Mon- 
day and Tuesday of this week, marked the end 
of a series of shoe style shows in various parts of 
the country and added its share of corroboration to 
the generally accepted theory that strap pumps and 
oxfords will play the leading réles during the coming 
fall and early winter. 

But there are straps and straps, just.as there is a 
wide variety of oxford patterns, and the Philadel- 
phia manufacturers are trailing no one in their adop- 
tion of these two general types of footwear. They 
have evolved their own lasts, and their patterns vary 
énough from those produced in other high style cen- 
ters to give them distinction. 


Black to Have Innings 


Philadelphia manufacturers also subscribe to the 
coming vogue of black. 

“If I were asked to give my opinion of what colors 
and materials will sell best this fall,” said the repre- 
sentative of one prominent manufacturer, “I should 
head my list with black patent; second would be 
black satin; third would be black kid; fourth and 
fifth would be cloth of gold and cloth of silver; sixth 


would be fabrics colored to match the gown of the 
wearer. ee 

“I am, of course, referring to dress shoes—shoes 
for afternoon and evening social events,’ he con- 
cluded. 


Few Boots Other Than Staples 


Generally speaking, few boots were displayed, al- 
though dotted here and there among the exhibits 
was the omnipresent black or brown kid boot with 
military heel and of rather plain pattern—boots for 
which there is always a steady demand in many parts 
of the country. , at? 

The oxfords exhibited were mostly tans with a 
sprinkling of blacks. Both smooth and grain leath- 
ers were used, with the smooth tan calf in the very 
decided majority. Oxford heels were all of the mili- 
tary type, ranging from 8/8 to 12/8 and even 14/8 
in height. There were wing tips, straight tips and 
saddle straps, both real and imitated with ornamen- 
tal. stitching. There were heavy soles and light 
soles; some of the heavier types had slip soles and 
a few had stitched heels. There were few men in 
the booths, however, who ventured to predict a very 
long life for the stitched heel. As one man—a promi- 
nent merchant—put it, “You can’t fit light rubbers 
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Because of the very material increase in the number of exhibitors this year, additional space was needed for the 
Philadelphia Footwear Exhibit. This is a view of one half of the 


Clover Room, which was engaged by tne 


committee in charge 


over a stitched heel, not even in men’s shoes, and I 
am off ’em for life.” 


All Kinds of Straps 


In strap patterns, honors were divided among one, 
two and three straps, the latter being most frequent- 
ly seen with harness buckles in the center of the 
strap. Some straps were of shades contrasting with 
the body of the shoe; others were of the same mate- 
rial. Black satin straps carried various ornaments, 
and ornaments of larger size adorned the forepart 
of the shoe. Heels were of all kinds from military, 
up through the Cuban and baby Louis to the Cuban 
Louis and the full Louis. 

The most popular seemed to be the baby and full 
Louis types, although the number of military heeled 
pumps caused many a merchant to scratch his head. 


Pumps With Low Heels 


“And the answer to that,” said a buyer from the 
Middle West, “is that a lot of women want to wear 
strap pumps but have never come around to high 
heels. The wise merchant is the one who knows his 
trade and. bases his style selection on his accurate 
knowledge of their likes and dislikes.” 

Generally speaking vamps of the novelty shoes 
were a little shorter and toes a little more round. 
Manufacturers themselves are none too sure of the 
success of the 344-in. vamp. They have sampled 
freely, according to one last man, but short vamp 
lasts have not been bought in any considerable 
quantity. 

An Era of Good Shoemaking 


But the fact that something akin to style and price 


stability have been achieved is not the réal niesdiige © 


of the Philadelphia Foot Wear Exhibit. 


Philadelphia is making better shoes to-day than 
she has ever made before. She is subscribing whole- 
heartedly to the theory that the quickest and best 
way for the shoe merchants of the country to regain 
and hold the confidence of the buying public is to 
give them better shoes than in the past—shoes which 
have not only the special style qualifications neces- 
sary to win trade but also the durability without 
which style fails of its mission. And this, by the 
way, and in justice to other markets, is a national 
tendency. 


Better Material—Better Workmanship 


Higher quality was noted in all parts of the shoes. 
Soles were of high grade tannage and were finished 
with extreme care. Welting, boxes, counters and 
shanks—even these concealed parts of the shoe— 
had been selected with the idea of giving better value 
for the money expended. Stitching was even and 
true and the general finish showed rigid attention to 
all details. 

This year’s show was larger by 30 per cent than 
that of last year and the attendance was at least 
double. Even the general public showed its keen 
interest by fairly deluging the place during the two 
evening sessions. 

Whereas the main ballroom sufficed last year, this 
year the Clover Room was added and clever decora- 
tive touches lifted the exhibits far above the plain 
of mediocrity. There was an excellent orchestra in 
each room which played jazz tunes and semi-classics 
with utter impartiality. 


Novelties Bought By Merchants 


© Béying Wis ebnfined mostly to novelties and a 
healthy volume of business was booked. For their 
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more staple styles merchants apparently will depend 
on the in-stock departments, although several firms 
reported that prior to the opening of the exhibit, 
they had booked many orders for delivery beginning 
Sept. 1. 

Taking all in all, it wa8 a highly successful show 
made possible by the hardest kind of work on the 
part of the following committee members. 


Committees in Charge 


Booths and Concessions—James Edwards, E. H. 
Kempton, A. E. C. Hall, chairman. 

Finance—James Edwards, D. D. Wolf, A. E. C. 
Hall, chairman. 

Decorations—George S. Laird, J. C. McKeon, C. E. 
Gibbon, chairman. 

Advertising and Publicity—Walter J. Hallahan, J. 
C. McKeon, D. D. Wolf, chairman. 

Entertainment—Walter Meyer, C. E. Gibbon, E. H. 
Kempton, chairman. 

Floor Committee—J. W. Goodwin, Tycho Buek, Jr., 


John H. Cross, Gilbert Nahm, Newton Elkin, chair- - 


man. 
List of Exhibitors 


The exhibitors included: 
Keystone Overgaiter Co. 
Howard S. Rue & Co. 
Passant & Olley. 
Robt. D. Smith & Co. 
Schoellkopf & Company, Inc. 
Philadelphia Last and -Pattern Co. 
Keystone Leather Company. 
Barke Gibbon Company. 
Kiddy Shoe Service, Inc. 
Nahm Bros. 
J. Edwards & Co., Inc. 
C. S. Gibbon Co. 
Annar Shoe Co. 
Keystone Shoe Manufacturing Co. 
Armstrong Cork Company. 
Standard Kid Mfg. Co. 
Amalgamated Leather Companies, Inc. 
French Beading and Novelty Co. 
The Lindner Shoe Co. 
M. A. Smith’s Sons. 
William H. Dorrell & Son. 
Smaltz-Goodwin Co. 
Buek & Co. 
The Ferris Shoe Co. 
Eklin Turn Shoe Co. 
Croxton, Wood & Co. 
Shipley & Vaux Shoe Mfg. 
Co. 
The F. B. Shoe Co. 
Lenox Shoe Co. 
H. B. Altendufer. 
Hallahan & Sons, Inc. 
Ziegler Bros. Co., Inc. 
Roney & Berger Co. 
Henry M. Willits, Inc. 
W. E. Heffner Company. 
Brooks Shoe Mfg. Co. 
Mrs. A. R. King, Inc. 
Laird, Schober & Co. 
Grieb Shoe Mfg. Co. 
J. R. Newton & Co. 
The Donald Shoe Com- 





Looking down one of the aisles in the main ballroom at 
pany. the Philadelphia Footwear Exhibit 
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H. B. Hanford Company. 

Willits Shoe Company. 

Robert H. Foerderer, Inc. 

Carlisle Shoe Company. 

Perkins & McNeely. 

John G. Traver & Co. 

A. C. Lawrence Leather Co. 

Shoe and Leather Reporter and The Shoe Retailer. 
The Ohio Leather Co. is ; 

C. C. Kempton & Son, Inc. 

Lehigh Valley Shoe Company. 
Weimer, Wright & Watkin Co. 

The A. S. Krieder Co. 

Cookman & Clark. 

United States Rubber Company. 
Harrisburg Shoe Mfg. Company. 
Richard White & Co., Inc. 

United Shoe Machinery Corporation. 
The Boot and Shoe Recorder. 








(Continued from page 34) 
which are the only real profits, call them “earn- 
ings.” 
The word “profits” has an evil significance in 


the public mind, as being something illegitimate, . 


something in the nature of graft for the retail 
dealer, or an arbitrary tax wrongfully levied by 
the merchant on the consumer, instead of being, 
as it truly is, a merchant’s only pay for his time, 
his ability and experience, the use of his capital 
and the risk of losing every dollar of it, as thou- 
sands of merchants do every year. 


Lincoln Shoe Club Outing 


A Real Fun Provoking Occasion Enjoyed 


Lincoln, Neb.—The Lincoln, Nebraska, Shoe Club 
gave a picnic recently at a local park that proved a 
grand success from every point of view. The object 
of the picnic was to promote a more friendly feeling 
between all members of the trade and provide a few 
hours of recreation and relaxation. 

Other than the eats, the big feature of the picnic 
was a baseball game. The old country school method 
of choosing up started the festivities with a lot of 
mirth. 

“Babe Ruth” Haney hit a home run, but unfor- 
tunately had to stop at second base to get his wind. 

« “Wahoo” Sam _ Benson, 
representing Utz & Dunn, 
was the only real profes- 
sional on the team and he 
alone represented the entire 
traveling fraternity. 

Murray C. French the 
$1,000 Standard Kid Mfg. 

Co. prize contest winner, 

who, during the interim be- 

tween baseball seasons, is 
buyer of Miller & Payne’s 
shoe department, umpired 
the game. He is still able to 
sell shoes, 
Oscar Kuse won lasting 
honors as second baseman 
| but for the time being will 
retain his position as buyer 
for the Budd Shoe Co. 
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AWVoman said : 



































A Woman Said 
the other day: 


“Let me see another pair 
just like these,” pointing 
to the shoes on her feet. 
We couldn’t. Our stock is NEW. 


But, what she really wanted was 
the same amount of comfort, the 
same amount of style, and the 
same wearing qualities. She 
hated to part with the old ones 
without being sure of getting 
those qualities again. 

She took a pair of these natty, 
calf pumps with smart baby 
Louis heels because they felt 
as comfortable even as the ones 
she was wearing. 


$9.50 


Styles change—we keep our 
stock new enough to be inter- 
esting—the reliable quality 
never varies. 

Perfect style is never possible 
without perfect fit and comfort. 
You can’t be stylish unless you 
feel right. 


Recorder 


‘““A Woman Said the Other Day” 
heading carries a hint of “gossip” 
and if women in your locality pos- 
sess that much talked-of tendency 
it ought to get your ad read. An- 
other, “The Youngsters Like Our 
Shoes”’—what mother doesn’t want 
to please the kids. “Smartly 
Shod” implies a promise of. style, 
and “Fair Exchange” hits a man 
these days when every sign points 


to the contrary. Better try some 
like these. You may get their minds 
off price long enough to convince 
them YOUR shoes are the ones 
THEY need. 





Smartly Shod!! 


What a lot that means. For, how can one 
be well-dressed without being smartly shod. 
You may be sure, among strangers, you are 
measured by what you wear rather than 
what you are. Your friends alone know you. 
An ill-fitting shoe robs you of the charm 
of a graceful step. A shoe not in keeping 
with your costume is an absurdity in others’ 
eyes. The better the gathering the bigger 
the care as to the niceties of dress. 

The impulse to immediately add this cap- 
tivating model to one’s wardrobe is but 
natural. It is truly stunning, and becoming, - 
too. Sure to fit perfectly. There'll be noth- ~ 
ing to regret so admirably will it mate up 
with the latest gowns now being worn. 
Patent with three straps and the latest 
stitched effect on quarter—a combination of 


good taste. 
$10 


Our shoes are pleasant traveling’ com- _ 
panions whether on business or pleas- — 
ure bent. They do not -force them- 
selves on your thoughts other. than 
to increase the enjoyment of an oc- 
casion. 
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Ad-Visor = 


Service 


The harder you push your advertis- 
ing now the less your sacrifice will 
be on “clean up” sales. If there’s 
anything that you feel we can do 
to help you make your advertising 
sell more shoes let’s hear from you. 
We'll do all we can. We are run- 
ning this service for the purpose of 
putting usable, everyday ideas be- 
fore you. 


Fair Exchange 


Miles of comfort and really fine style 
change hands when the downright 
worth of this shoe gets your judg- 
ment working. __ 

All that’s necessary is $10. 

“Worth it!” you'll say when you try 
it on. After a month of wear you'll 
say, “Worth more than $10.” That’s 
a fact, too. The splendid material 
in this shoe is bound to make a good 
showing. 

Built to fit just right. If you're 
“hard to fit” this shoe will save you 
hours of “wrong-fit worry.” Better 
come in to test its worthiness yourself. 


Russia calf; solid, yet pliable 
sole; clean-cut heel, and a finish 
that marks its quality as first- 
rate. 










TheYounjsters ~4 
Like Our... .- .{ 
oes -0- 






























































Neer Nm 


The Youngsters Like Our Shoes— 


and so does Mother. The youngsters because of looks 
rather than utility perhaps, but Mother because of both. 
Shape is the important point when you consider growing 
feet. Wear comes next. And then appearance. 

All three qualities are found in the style pictured. 
Tan calf upper; broad heel of solid leather and plump, 
long-wearing soles. Durable stitching and res 
ments where wear is the hardest. A sturdy, stylish shoe. 
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JAMES P. ORR 


President 


NATIONAL SHOE RETAILERS’ ASSOCIATION 
OF THE UNITED STATES OF AMERICA, INC. 








VICE-PRESIDENTS 
Cc. K. CHISHOLM 

First Vice-President 

H. A. ROSENBACH 
Second Vice-President 
ALFRED KATSCHINSKI 
Third Vice-President 


C. E. WILLIAMS 


Fourth Vice-Presidem 


BOARD OF 
DIRECTORS 


Past Presidents 


A. C. McGOWIN 
Philadelphia, Pa. 


JOHN O'CONNOR 


Chicago, Ill. 
A. H. GEUTING 
Philadelphia, Pa 


3 Years 


HENRY E. HAGAN 
Boston, Mass. 


PERCY E. HAR 
New York, N. Y. 
H. E. FONTIUS 
Denver, Colo. 

Cc. E. WILLIAMS. 
St. Louis, Mo. 

J. E. WILSON 
Detroit, Mich. 

W. S. BYCK 
Atlanta, Ga. 


heeling, W. Va. 
W. W. WILLSON 
Boston, Mass. 


2 Years 


W. E. BRELSFORD 


Topeka, Kansas 
Cc. K. CHISHOLM 
Cleveland, Ohio 
JAMES P. ORR 
Cincinnati, Ohio 


E. D. GILDERSLEEVE 
Poughkeepsie, N. Y. 
ROY E. STEVENS 


mwa, lowa 


CHRISTIAN LUDEBUEHL 


Pittsburgh, Pa. 


H. A. ROSENBACH 


Chicago, Ill. 


ALFRED KATSCHINSKI 
San Francisco, Cal. 


t Year 
JOHN SLATER 
New York, N. Y. 
A. H. MEADORS 
Nashville, Tenn. 
K. W, WATTERS 
Buffalo, N. Y. 

A. B. CASPARI 
Milwaukee, Wis. 


J.J. SENSENBRENNER 


St. Louis, Mo. 
R. H. JOHNSTON 
Denver, Col. 
JOHN BAIRD 
Columbus, Ohio 





A. C. McGOWIN 
President Emeritus 


T. C. MIRKIL 


F, P. MEYER 
Sec'y-Commissioner 


Sec’y-Treasurer 


HEADQUARTERS, 501-502-503 FRANKLIN TRUST BUILDING 
PHILADELPHIA, PA. 





Mr. A.D, Anderson, Editor, 
The Boot and Shoe Recorder, 
207 South Street, 

Bo ston,11,Mass. 


My dear Mr. Anderson:- 


I have had it on my mind several times to 
write you.a letter complimenting your most excellent 
editorial on the question of what might properly be 
termed the proper division of labor in the shoe trade. 
It clearly defiries the position in the trade and shows 
a fearlessness to express truths that is very compli- 
mentary to any one. 


The older I grow the more important I believe 
it to be that every American should express fearlessly 
his honest convictions,for from such public opinion is 
made and on such a basis can our business and the 
World progress. 





Pussy~ footing, side-stepping,and eva 
apt to later lead to disaster, pping, anc sion is 


I was reminded to write this letter by se@ing 
your excellent exhibition at the Philadelphia Style Show’ 
Tuesday, and I do not hesitate to commend your energy, 
your enterprise,and the high standard of-your publica- 
tion which is certainly doing a world of good in up- 
lifting work among the retailers of the United States. 


With kindest regards, I am 
Very truly yours, 
ae 
Vice-Chairman, 
Executive Committee, 





AHG.HLP, 
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“Our One Best Bet”’ 


Who Is the Best Style Authority? 


N interesting Recorder experiment is presented on the next 
seven pages in pictorial fashion. We asked prominent rep- 
resentatives of a number of concerns in attendance at the 

National Shoe and Leather Exposition and Style Show in Boston 

to pose with their “one best bet.” 


Here’s the way it was done. The Recorder man went from 
booth to booth personally inviting representative men to take from 
their line their “one best bet” and to step out on the balcony for a 
photograph. The idea was to show the man back of the shoe. 


There is a big lesson to be learned from, these seven pages of 
photographs. What is the “one best bet”? for one man is some- 
thing else for another. There is no unanimity of opinion. It 
proves that good style is in the faith that you have in your ability 
to sell it. 


You should get a whole lot of confidence from looking at these 
pictures. These men speak with authority on their own lines. 
They firmly believe that the shoe they have selected is their “one 
best bet” this season. At least that was the invitation that 
brought them before the camera’s eye. 


Now, if there is so much difference in the selection of “best 
bets” by men whose business it is to sell in huge volume, then you 
stand supreme in your community in telling your public what is 
the best style for them to have for the coming season. 

Remember, you are the authority in your community on style. 
You are the real judge as to its salability. It is for you to buy 
carefully and to sell with utmost confidence. When there is a 
multitude of styles, all good footwear fashions are salable. 

A diversity in style is the merchant’s opportunity for profit. 
This little pictorial example should, therefore, serve as an example 
of the styie period in which we are now living. 

You are the authority. See to it that your Fall season has that 
as the keynote in your publicity. 
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Our One Best Bet 
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Emerson Shoe Co. ’ 
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Building for the Future Is the 
Work of Today 


From address before Convention of the New York 


This is the day of organization; this 
is the day of co-operation; this is the 
day when men in various walks of life 
must get together, partly for the pro- 
tection of their particular interests, 
but largely for the advantages that or- 
ganization and social contact and inter- 
course afford. 

No man can live for himself alone; 
no man is independent of his fellow 
man, but must depend upon him for 
help, and -also be ready to extend help 
to him. 


Times Demand Unity of Action 


There is such a wide range of useful- 
ness open to us in seeking a solution of 
the problems which affect our branch 
of the retail trade that we must get 
busy and concentrate our energies into 


action and harmony. Unity of action, y,  Gitdersieeve, 


j i veteran shoe merchant, has made 
unity of interest, oneness of purpose, SS oscil is asain whee be 


oneness of vision, oneness of heart. preaches 


Organization is one which by its 
very existence proves that business men have inter- 
ests beyond the narrow range of their own enter- 
prises. It might be said that there is an underlying 
selfishness even in such an organization as this, be- 
cause each man feels in advancing the general pros- 
perity, he is, at the same time, improving his own 
special opportunities and chances for individual profit. 


What Should Youth Be Taught 


However, I am persuaded that above every selfish 
consideration which may exist, there is among us a 
large and dominant element of general pride in the 
welfare and prosperity of our associations—local, 
state and national. This must be the actuating mo- 
tive of our members and the real purposes of our 
body in conducting our work. 

The time is now when we must do our duty and plan 
for the welfare of future generations. It is neces- 
sary that we should realize that the youth be taught 
that the really great work of the world to-day is that 
which foresees and builds for the future. Service, 
courtesy, good buying, promptness, and honesty in 
every particular are some of the things that we must 
instill in the coming shoe man. 

We need to develop a spirit of comradeship; vigor- 
ous personal work—“all at it,” and “always at it.” It 
should be to each of us a great enterprise, a supreme 
task, our recreation. 


Keynote Is Service 


The New York Central people said: “The keynote 
of a great organization is service.” The fundamental 
idea upon which the whole organization has been built 


State Retail Shoe Dealers’ Association by 


ELMER D. GILDERSLEEVE 





ELMER D. GILDERSLEEVE 


is “service.” We need reinforcements 
that we may carry to successful issue 
the work we have undertaken. . Let us 
develop a spirit of resourcefulness, 
make our association stronger so we 
will be able to cope with existing prob- 
lems and bring to an issue tasks that 
challenge us. 

There is nothing like numbers to en- 
courage liberality and progressiveness 
and we need to be united. If we are to 
prosper we must sink our petty differ- 
ences and unite for the common good 
of our association in a long pull and a 
strong pull for more members. We 
need a conscious task that will appeal 
to every retailer. Every person has 
influence, more or less; some can use it 
by one method, and some by another. 
- Three Elements of Success 
Poughkeepsie’s 

There are three elements of success 
—promptness, regularity, and thought- 
fulness. 

Before closing I must impress upon the association 
the importance of “publicity.” 


Should Read Trade Journals 


The merchant of to-day who does not subscribe for 
- and carefully read one or more of the trade journals 
devoted to his line is indeed a poor business man and 
is withholding from himself a source of information 
that would prove valuable. Let us push with energy 
the cause of our trade journals whenever the oppor- 
tunity presents itself for they are our friends, and not 
only a vote of thanks is due them, but a “wish you 
good morning.” 


Go Forward—Not Backward 


My message then, to you, my fellow members who 
are striving to become better and more successful in 
your life’s work for the future, is to take an active 
interest in everything that will stimulate your trade. 

The last ten and a half years of the growth and 
work of our National Association shows clearly that 
it is of great benefit to all retailers and promises even 
greater things for our future. So it is with the fu- 
ture of our State association and let us not. dwell on 
the records of the past but let us enthuse on the pos- 
sibilities of the future. 

Have a vision. Have faith in the retail shoe dealers 
of New York State. For our future advancement is 
assured, and it must be maintained. The command 
is—go forward—no retreating—let this be our motto 
—let this be our ambition—let this be our conquest, 
for, without a conquest, there will be no victory. 
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Unusual Program Mapped Out By 


Wisconsin 


Sheboygan, Wis., July 20.—Announcement has 
been made of the details of the program for the 
fifth annual convention of the Wisconsin Shoe Re- 
tailers’ Association, which will be held in Sheboygan, 
Aug. 9 and 10. One of the features will be an ad- 
dress by James P. Orr, president of the National 
Association. 

Leopold L. Imig is chairman of the convention 
committee at Sheboygan and his assistants are Otto 
Hansen, Peter Schils and Arthur Christoph. Mr. 
Imig will wield the gavel at the formal opening of 
the convention, turning it over after the address of 
welcome to President William C. Schlaefer of Wau- 
sau. Henry Jung, prominent in the manufacturing 
industry as well as the wholesale and retail trade of 
Sheboygan, is serving as chairman of the entertain- 
ment committee. The Jung, Columbia and Leverenz 
shoe companies, leading manufacturers of the city, 
are planning several unique and interesting enter- 
tainment features aside from the general entertain- 
ment. 

The program is as follows: 


Tuesday, Aug. 9 


9.00 A. M.—Registration at Mead Hall. 

10.00—Convention called to order by L. L. Imig. 
Invocation by M. Fitzsimmons of Fond du Lac. 

10.15—Address of welcome, Mayor Herman 
Schuelke of Sheboygan. 

10.30—Report of Secretary R. J. Ripple of Mil- 
waukee. 

10.45—Annual address of President William C. 
Schlaefer of Wausau. 

11.00—Address by James P. Orr, president of the 
National Shoe Retailers’ Association. 

11.30—Appointment of nominating committee. 
Appointment of resolutions committee. Open forum. 

11.45—Address by J. Orlebeke of Sheboygan, 
president of the Wisconsin Federation of Retailers. 

1.30 P. M.—“The Power of Organized Efforts,” 


Merchants 


Secretary A. L. Sommers of the Sheboygan Chamber 
of Commerce. 

2.00—Address by State Senator Oscar H. Morris of 
Milwaukee. 

2.30—“What Has the Future in Store for the Re- 
tailer?” E. C. Logan of Chicago, western editor 
BooT AND SHOE RECORDER. 

3.00—“Finances,” W. Pollock, vice-president of the 
Second Ward Savings Bank, Milwaukee. 

3.30—Address by Mr. Sharp of the F. Mayer Boot 
and Shoe Company, Milwaukee. A few remarks by 
Henry Jung, chairman of the Sheboygan entertain- 
ment committee. Intermission. 

4.30—Trip to Elkhart Lake. 

_6.00—Banquet at Elkhart Lake. 


Wednesday, Aug. 10 


9.00 A. M—Meeting of resolutions committee. 
Meeting of nominating committee. 

9.45—Opening of morning session. 

10.00—Address by Harry L. Kisker of Chicago, 
western editor of The Shoe Retailer. 

10.30—“Should a Manufacturer Conduct His Own 
Retail Stores?” Open discussion. 

11.00—Address by H. S. McIntyre of Minneapolis, 
editor of Northwest Commercial Bulletin. 

11.30—Stock Systems. Mr. Jacobs. Intermission, 
special entertainment to be provided by the ladies. 

1.30 P. M.—Report of resolutions and nominating 
committees. 

2.00—Election of officers. 

2.15—Discussion and selection of next convention 
city. 

2.30—“Complaint on a New Pair of Shoes,” a three- 
act playlet. Characters—Customer, Retailer, Manu- 
facturer. 

3.15—Open discussions. 

3.30—Report of taxation committee. 

3.45—Five-minute talks on big topics of the day by 
leading shoe men of the State. 

4.30—Introduction of new officers. 

5.00—Adjournment. 








WOMEN GIVEN EQUAL RIGHTS 


Credit Men Investigating Interesting Possibilities in 
in New Wisconsin Law 


Milwaukee, Wis., July 20.—The full right of con- 
tract is accorded the women of Wisconsin in a new 
law enacted by the biennial session of the State Leg- 
islature, which went into effect this week. The law 
confers broad powers upon women in recognition of 
their equality with men under the nineteenth amend- 
ment to the Federal constitution. It is said to be the 
first state law of the kind in the United States. 

The enactment has created an entirely new prob- 
lem for solution by the credit men of Wisconsin, in 
addition to revolutionizing trade practices and gen- 
eral conditions of doing business with women. 
Creiit men are still much at sea as to the definite ef- 
fect of the law, but counsel for.various department 


stores, boot and shoe houses and other specialty 
shops are engaged in an exhaustive study of the law. 





NEW SHOE STORES 

The Bootery, Manchester, Iowa. 

The Sterling Shoe Company, Acme Building, Main 
St., Augusta, Me. 

The Globe Shoe Co., Main and Gold Sts., Bridgeport, 
Conn. 

The Beck-Hazzard Shoe Co., 212 Bowery, New York, 
N. Y. 

Anderson Boot Shop, Eau Claire Hotel, Barstow St., 
Eau Claire, Wis. 

William Madden, 410 Walnut St., Cincinnati, Ohio. 

The Yorker Shop, 930 Liberty Avenue, Pittsburgh, 
Pa. 

The Wiltsey Bros., First Trust and Savings Bank 
Bldg., Locust and Seventh Sts., Des Moines, Iowa. 
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WELDON 
SPECIALS 


IN STOCK 


Panama Bal. August and September 


A, 7-11; oo C and D, Unbranded 
ee 
Less 


2016—English Bal. A, 7-11; 
2% 


B, 6-11; C and D, 5-11. 
Discount 











Stock No. 
2018 









Stock No. 
2048 


Panama Blucher 
C, 6-11; D and E, 5-11. 


2042—Munson Blucher. C 





Carl Schmidt’s Genuine Choc. 
Calf Sole, Leather Counters, 
Calf, Sole Leather Counters, 


Stock No. 
2014 


SAMPLES 


NUNN, BUSH WELDON SHOE CO. 
Milwaukee Wisconsin 


ad 
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Showing a Complete Line—N ovelties and Staples—of 
Infants’, Children’s, Misses’ and Growing Girls’ Styles 











You are missing one of the best sources of supply for the 
opening season if you fail to get our Fall and Winter Catalog 
showing our complete line of children’s Turns, Welts, 


McKays. 


You'll find in it a line of attractive novelties that will 
stimulate trade—and the prices are right. Our line of 
staples is bigger and better than ever. 


Mail the coupon today and get your copy fresh from the 












Chicago 






Please send me a copy ~ 


of your Fall and Winter *, 70, Tied 


Catalog, just as soon as Sete C MARK. REG. ‘ 
it is off the press, %, CAGO,! 4 







211-15 W. Monroe St. 
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Exhibits Have Helped 


Leather Buying Beginning to Start. 


Prices 


are Firm Except for Job Lots which 
Disturb the Market 


The leather market is beginning to 
recover somewhat from the holiday 
period, but there will be a rather quiet 
market until shoe manufacturers get 
to running steadily on next season’s 
goods. 

Many buyers are in the Eastern 
markets now from all sections of the 
country and there has been reported 
a fair aggregate of sales. Some of 
the larger makers of staple shoes are 
running on reduced schedule tempo- 
rarily, and what buying is being done 
is of a hand-to-mouth nature. 


Stability Badly Needed 


The disposal of cheaper lots and 
stocks taken over by banks at a price 
is still a disturbing feature and one 
which in the end has a marked bear- 
ing on prices. What the leather and 
shoe markets, as well as others for 
that matter, need more than anything 
else is stability. This is required be- 
fore the utmost confidence may be 
looked for on the part of buyers. 

The recent expositions have proved 
a stimulus, and on certain lines of 
upper leather there is a very healthy 
business with prices approximately 
the same as they have been for the 
past few weeks. The tendency on the 
part of men to pay more attention 
to their footwear is likely to be more 
far-reaching than was at first ex- 
pected. This will naturally mean a 

‘larger sale of high-grade leather. 

There have been some large sales 
of hides reported to large sole leather 
companies which is taken as an in- 
dication that further buying will fol- 
low. As a rule tanners are running 
rather short on hides and skins. They 
are, therefore, in a better position to 
buy and normal purchases may rea- 
sonably be expected during the next 
few weeks. 


Calf Leather 
The calf leather situation is one of 


the brightest spots in the market. The 
tanners and finishers of our very 


highest grade calf leather report a 
good call for the new colors of brown, 
also a healthy business in suedes. 
The market is firm and strongly main- 
tains its quotations of 45c., 50c. and 
55c. per foot for this leather. The 
lower grades bring 35c. and 40c. and 
some of the cheapest leather under 
30c. 


Side Leather 
The situation is improving in side 
leather, especially in the lighter 
weights in the new finishes. The 
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ew of Leather 
Supplies and Prices 


OANA 


heavy leather is not moving as well 
as could be desired, but this is not 
to be expected until shoe manufac- 
turers making for the wholesale trade 
resume on a more active basis. Some 
of the largest producers are purchas- 
ing now in anticipation of a busier 
run. Full grain colors in the better 
classes of side leather are quoted at 
28c. to 30c. per foot, 22c. to 26c. for 
medium and as low as 18c. for the 
cheaper grades. Snuffed leather is 
quoted at 2c. to 3c. per foot lower, 
and barked tanned sides bring from 
14c. to 26c. There is a fair call for 
elk, veals and kips for the heavier 
footwear with a rather, wide range 
of price from 14c. to 30c., according 
to the tannage and quality. 


Glazed Kid 


The business in the better class of 
kid leather corresponds to that in 








COMPARATIVE LEATHER AND HIDE PRICES 
Upper Leather (price per foot) 


Pre-War Peak To-day 
Calf, suede, top grade.......... $0.32 a $0.35 $1.40 a $1.50 $0.70 a $0.90 
Calf, smooth colored, top grade.. .28a .30 140a 1.50 45a .55 
Calf, smooth, black, top grade .. .26a .28 1.30a 1.40 40a _ .45 
Side leather, colors, top grade... .18a .22 -75a 1.00 25a .30 
Side leather, black, top grade... .16a .20 65a .90 24a .28 
White buck, top grade ......... 28a .80 90a 1.00 35a .40 
Pree 24a .26 65a .70 24a .26 
Kid, colors, best, fancy......... 35a 40 1.40a 1.65 90a 1.00 
Kid, colors, top grade........... 33a .35 1.35a 1.60 70a .80 
Kid, black, top grade ........... 28a .30 1.35a 1.50 60a .70 
Kid, medium, colors ........... 20a .24 -70a 1.10 35a .60 
Kid, medium, black ............ 18a 22 60a 1.00 30a «50 
A ss 6:5.0540006000cseeces 06a .12 20a .36 10a_ .20 
Chrome patent sides ........... 25a .30 85a 1.05 25a = «.45 
Sole Leather (price per pound) 
I. 2. 65.66.0:000:000:00 004 32a 33 56 58 35a ... 
EEE 6.4. 6:9:6:0:3:0:0.0:6:0:06.6066.0.0 cae - ae BOS sex 40a .50 
Nos 2 GOR DOCKS 2... .ccccccccs 38a .39 92a .95 aee ind 
No. 1 oak bends, shoe mfrs.’ use. .46a .47 98a 1.05 60a .65 
No. 1 oak bends, finders’ use.... ...a .48 1.15 a 1.25 80a .85 
Raw Hides and Skins (price per pound) 
(1913 Av.) 

Native steers, as used in sole 

leather, harness, etc. ........ .-a 18% 52a  .55 +56 | 
Heavy Texas steers, for sole 

ee ee en PE Pere eee a ae oe .-.a. 138% 
Light native cows, for side upper 

MOMMNOE 2 54 65ah 014. 4:0:6:0 06.00 + 08 wse ont » T% oes SB 10%a «11% 
Branded cows, for light sole ; 

OO COTO OL ‘ oe Soe oe se 
No. 1 buffs, for heavy upper an 

side leather ..... ™ praiereedsoresd; a 45a .50 06a 07% 
No. 1 Chicago City calfskins, for 

fine calf TOGEREE ... 2.220.000. 2 «cs 80a 1.02% Sha 20 
Kips for upper leather......... a on 65a «80 07a .14 
B. A. hides, for hemlock sole 

ME 9's Ghd o/dlaoi4p0'6.016:4'o 0:66-0:08 -a .30 42a 46 16a .17% 
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Miss SHUKRAFT. 
says: 


“Follow through” 
with 


QUALITY 
. FOOTWEAR 


These shoes give direction to speedy 
turnover, increase driving power and 
keep Retailers “‘out of the rough” of 
dead stocks. 





“Follow Through” 










The Styles 
shown below 
fix the course 
for good go- 
ing. 







SHUKRAFL’ SHOES are built to deliver dealer satis- 
faction. This satisfaction “follows through” beyond 
dealers’ shelves to their customers. 


Right now, when the public is shopping 
for quality and price, SHUKRAFI 
SHOES are the kind your trade wants. 
Let your order “follow through” to us 
for these timely styles shown here. 






on * 


Telegraph Code Word—Basis 
No. 398—Panel Two Strap Black Glazed Kid 
Leather, Last No. 182, 14/8 Junior Louis Heel, 
Seven Iron Imitation Turn Edge $3 75 
GE 0:00 606056.6665.000600060006046.80 ° 


Telegraph Code Word—Cabin 


No, 406—Panel Two Strap, Imitation Ball 
Strap and Tip, Medium Light Tan Calf Leather, 
Cochin Shade, Last No. 183, 12/8 Military Heel, 







Nine Iron Single Fudged Edge Sole. Balececas 4 to 8 Gicscades 8 to 8 

ecauased to8 C........8 to 8 | Ree SE BE, 2Elines asrdok 3 to 8 
bicceesc Oe ©, “Gevccces 3 to 8 No. 403 is the same as above ex- $4 50 

cept in Brown Kid..............+: ° 


| 


CEC Noe Co 
Columbus O 


Seasonable 


Shoes at Prices 
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Rubber es 
The Market Situation - Prices and 
Style Information - Trade Notes 
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Mills Busy Cleaning Up 


Retail Merchants Short on Outing 


Lines. Cannot Replenish this 
Season as fast as Desired 


An indication of the activity of the 
rubber shoe business is the fact that 
retail merchants in many parts of the 
country are having a very large de- 
mand for all forms of tennis and rub- 
ber soled outing footwear. In many 
cases merchants are trying to reorder 
on lines which they find to be short 
and are unable to get the goods. The 
rubber mills have been going full blast 
all. spring and summer on footwear 
products in addition to their normal 
amount of storm rubber goods. 


Business Increasing Steadily 


The tendency is for the rubber 
shoe end of the business to increase 
steadily from year-to year. This is 
becoming a most important feature in 
the shoe business, and many stores 
are operating a well regulated depart- 
ment devoted entirely to this end of 
their trade. It is likely that the habit 
of not ordering or delaying in order- 
ing owing to the general state of 
business will give way to more spon- 
taneous and regular buying in an- 
ticipation of increasing trade. While 
dealers may have guessed right to 
some extent in delaying their pur- 
chases of leather shoes during the 
dull period, the same conditions have 
not been applicable to outing foot- 
wear. During the long spell of dull 
business when the consumers were 
keeping out of the market on leather 
~ shoes the rubber footwear business 
has always been active. 


Labor More Plentiful 


Factories making rubber footwear 
have also been able during the past 
few months to secure labor more read- 
ily. Many of the hands being thrown 
out of other lines of industry have 
worked into the rubber shoe field 
where they have found ready employ- 
ment. Prices have also been reduced 
accordingly so that this type of foot- 
wear is within the reach of most any- 
one to-day. Manufacturers will “not 


announce their price list until the first 
of September, which is contrary to 
the usual custom of mid-summer an- 
nouncements. 


Brain work wins. This is proved 
by the fact that in the last nine years 
2700 suggestions for improvements 
in manufacturing methods and ma- 
chinery have been accepted and paid 
for by The Goodyear Tire & Rubber 
Company. 

In the nine years since it became 
a company policy to ask for sugges- 
tions from employees, 55,000 new 
ideas have been submitted by work- 
ers. For some of these as high as 
$200 have been paid—in a few cases 
even greater amounts have been paid 
where benefits were proportionate. 
In most cases from $10 to $50 are paid. 
Employees take this method of earn- 
ing additional money and it is not 
unusual for one employee to have as 
high as six suggestions accepted a 
year. 


Crude Rubber 


There has been more activity in 
the rubber market, but more. excite- 
ment than actual transactions. It is 
thought that the mills are in a posi- 
tion to take the nearby stock, and 
there has been more buying in the 
Singapore market. Some believe that 
the business of the last few weeks 
has been speculative, but it is better 
than the inactive state which pre- 
ceded it. Quotations follow: 
Para—Up-river, fine ....... 

Up-river, coarse ......... 

NE GENE <a v0 b.6'060.6.40-08.6 16% 

TSIGRG, CODERS 2060 ccccccs 


Caucho, ball, upper....... 
Caucho, ball, eee 


PSS 


Cam eta re PPT ere eT 
Finutation--2iiek latex anue 
Brown crepe, thin, clean. 
Brown crepe, rolled....... 
eae 


ee eeeseseseeen 


Smoked “tinea sheets...... 
*Centrals—Corinto 
TEES ob ccccctcccecece 


te 
oe Cle ION. AI-10-) ~ 


Gere 6 6 6 6 8 68 ge te 


‘TA2NSAAMUSBDIDAASORAUGAURERDS S344 2 000TH! 








SUESSRUOC OUP EROD ERROR DODDS, 






ITM 
EEE TH PE 





*Mexican scrap ........- oe 5 
*Guayule, wet ........... ot 10 
WR, GET a ccctccccce ne 25 
*Balata, 'plock, ‘Treiged = .... 73 
*Balata, block, Colombian. .. @26 
*Balata, PPOMAMA oc ccccce o% 25 
*Balata, sheet ........... ow 71 
*Nominal. 


Scrap Rubber 
Better business is looked for be- 
tween now and fall as retail mer- 
chants will be cleaning up their stocks 
preparatory to fall business. 


Boots and shoes............ 3 
Avotion, Trimmed ......ccccece 2% 
Arctics, untrimmed ......... 1% 


(Continued from page 53) 


calf. There is a good call for the 
fancy colors. There is also some 
suede kid being moved. Prices are 
well maintained and cover a very 
wide range, from 90c. and $1 for the 
very best grades down to below 10c. 
for the cheapest. 
Patent Leather 


A much better business is being 


‘booked for patent leather sides with 


prices unchanged in the past week. 


_ The best tannages are quoted at 40c. 


to 48c. per foot, 35c. to 38c. for 
medium and 30c. for the lower grade. 
In spite of the dull business the patent 
leather market has improved tremend- 
ously since the first of the year, which 
indicates that more patent leather 
shoes will be worn, and especially 
patent leather in combination with 
other materials. 
Sole Leather Situation 

The sole leather market is very 
quiet, although larger business is 
looked for from now on. There is 
virtually no change in price over our 
last report which is in keeping with 
the quotations given below. The sale 
of sole leather has been very much 
cut into by the tremendous sales of 
rubber footwear, rubber heels and 
other substitutes, which mean the sale 
of much less sole leather. 


Sullivan Men Report Good Business 

William Hennessy covering Ohio for 
P. Sullivan Co., and Frank J. Weber, 
covering the same territory for the 
Weber Shoe Co., have been traveling 
the Buckeye State during the past two 
months together, and both report their 
usual good business. Nowhere can 
there be found two more popular 
salesmen. 
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These shoes are not ordinary 
shoes, not “‘slammed’’ through 
the factory, but are made with 
the same care, with the same 
high grade materials by the same 
expert workmen as our Made to 

_ Order goods. They present the 
distinctive difference that makes 
your customers choose our slip- 
pers. Oftentimes we don’t know 
what that difference is, and you 
don’t—but the Women, God 
bless *em, They Know ! 
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Send for Ou £ afest 
CATALO 
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Stock No. X379—Code COLLEEN. Fin- 
est Grade Black Satin Mary, Jet Beaded 
Vamp and Strap, 2!%-inch Full Louis Heel. 
Widths, AA to D. 

Price $7.25 


Stock No. X431—«4Code ESTHER. Same 
as X432 with a 2!%-inch Full Louis Heel. 


Price $6.50 












Twenty-five cents a pair extra 

for two pairs or less on any 

styie. All goods sold F.O.B. 

shipping point. Terms, net 
30 days. 


R. A. GILLETT, Manager 


H. N. WHEELER, Manager 


NEWBURYPORT 


In frock ¢ fervice 


From BOSTON, KANSAS CITY, MONTGOMERY, 
SAN FRANCISCO and NEWBURYPORT 


The same price everywhere—Buy from the nearest depot 


\(rrect Dod = 






Boston, Mass., 7 Je ozs At i 
Albany Bldg., 179 Lincoln St. OTs Strendicy? pias. 


M , Ala. i 
223 First National Bank Bldg. N E W B U R Y P O R T 770 peepatery. Sat 


Nathan D-/Dodge Shoe Co. 
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FORALL OCCASIONS 


IN STOCK , 


TETEETEUT OU CEee e & 














Stock No. X432—-Code- CHARLOTTE. 
Finest Grade Black Satin, Jet Beaded, 1!/- 
inch Baby Louis Heel, Genuine Kid Quar- 
ter Lining. Widths, AA to D. 


Price $6.50 


H. W. DRAKE, Manager 


' M A ~ Me P SOLLY SCHWEITZER, Manager 
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25,000,000 PEOPLE WEAR SPORT SHOES NOW. A 
LARGE SHARE OF THIS BUSINESS CAN BE YOURS WITH “CAMCO’S” 

















NUMBER—780 $ 25 
WOMEN’S CANVAS 2: 
SPORT OXFORD 


Carries the serviceable “Camco” fibre sole and heel. 
Perforated black or brown leather trimmings, “Camco” 
turn construction. A shoe of style and quality at a price 
that assures good profits to dealers. 


Our Rugged Bal, with Duplex Suction Soles is equally 
popular. Men’s $2.25—Boys’ $2,00o—Youths’ ‘hae 


CAMBRIDGE RUBBER COMPANY | gizz upon 
CAMBRIDGE, MASSACHUSETTS “CAMCO’S” | 


MANUFACTURERS OF 
HEELS AND SOLES MOULDED GOODS RUBBER CLOTHING 








IMMEDIATE 
DELIVERY 


RUBBER FOOTWEAR CANVAS FOOTWEAR OUTING SHOES 
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He Helped His Own Business by 
Advertising His Competitor's 


An old and shop-worn idea will probably not ac- 
complish much in the way of results if used in its 
original form. The way to win custom these days is 
with new selling plans, new ideas, new advertising 
stunts, etc. On the other hand, if an old idea can be 
given a new twist, dressed up in a new suit of clothes, 
as it were, it may be made to accomplish equally as 
good results as though it were a brand new idea. Com- 
petition is decidedly keen in this day and age and 
worthwhile sales ideas are in great demand. There- 
fore, it doesn’t pay to pass anything up that is likely 
to help stimulate trade even to the slightest degree. 

A retailer in a medium sized city of Georgia re- 
cently took an old idea, clothed it in new attire, and— 
however, here’s the story. 


This Merchant Had His Nerve With Him 


In nearly every city, large or small, the mail order 
bugaboo has proven more or less of a thorn in the side 
of legitimate retail business. Especially is this true, 
of course, in the smaller towns, where the merchant 
depends to a large extent on rural trade. The idea 
of co-operative advertising by retailers to point out 
the reasons why trade should be kept at home, why 
mail order buying offers no advantages over home 
buying, etc., is an old one that has been extensively 
used all over the country. 

This Georgia merchant to whom I refer used this 
same idea but instead of co-operatively advertising 
with the other merchants of his town, he ran the ad- 
vertisements on his own hook and footed the whole 
costs of the campaign himself. 


Why Buy at Home? 


He published a series of eight ads each of which dis- 
cussed some tangible reason why the people of that 
town and vicinity should patronize the home mer- 
chants. He advanced eight mighty good reasons in 
this series of ads, which were headed as follows: 
Accessibility; Business; Opportunity; Competition; 
Progressiveness; Service; Reliability; Looking Ahead. 

In each advertisement he elongated to some extent 
upon the subject under discussion. For example, un- 
der the ad about “Accessibility,” he discussed rail- 
road facilities, good roads, etc. Under “Business” he 
discussed the general business interests of the town, 
financial institutions, the Chamber of Commerce, etc. 

Under “Reliability” he discussed at some length the 


reliability of the retail merchants of that town, of the 
goods carried, etc. In the last advertisement of the 
series, “Looking Ahead,” he showed where the future 
of the town depended to a large extent upon the 
growth and success of its retail business houses, and 
pointed out that such growth would be impossible un- 
less home patronage was practiced by the people of 
that town and community. 


Helped Himself and Others 


Had this merchant been the least bit narrow minded 
in regard to his competitors in business, such a series 
of ads would have been impossible for he was un- 
doubtedly helping his competitors as well as himself. 
But results of the campaign proved that he helped his 
own business to a measurable degree, for the name of 
his store was appended to each advertisement, of 
course, and they were widely read and appreciated by 
the people of that community. 

The ads were published weekly and in each one the 
dealer also listed some very attractive bargain. This 
was headed, ‘“Here’s Our Special Bargain for the Com- 
ing Week, at a Price No Mail Order House Can 
Equal.” 

Thus did this retailer help his own business by help- 
ing his town and his fellow merchants. The idea it- 
self was really an old one, but it is certainly something 
new for a merchant to take it upon himself to adver- 
tise his competitors. 


Plan Course in Selling 


An educational movement of far-reaching import- 
ance which has as its object the inauguration of a 
course covering the scientific principles of retail sell- 
ing, was endorsed by the Associated Advertising 
Clubs of the World at the annual convention of that 
organization held recently in Atlanta, Ga. -This 
course of instruction will be entirely different from 
anything else of this nature that has ever been at- 
tempted,’ and it is the opinion of many well-known 


* advertising men throughout the United States that 


the movement is one of the most important the asso- 
ciated clubs have ever undertaken. 

In a large measure the success of any retail busi- 
ness depends to a great extent upon the sales ability 
of the men and women behind the counters. No chain 
is stronger than its weakest link, and it can be truth- 








TWO LYNN MEN KILLED 


Albion S. Bartlett and J. Ferguson Gifford Killed— 
Charles W. Harwood Injured 


Lynn, Mass., July 22.—Albion S. Bartlett, presi- 
dent of the Lynn Shoe Manufacturers’ Association 
and president and treasurer of the Bartlett, Somers 
Company of Lynn, was killed instantly Thursday, 
July 21, when he and four companions met with a 
most horrible automobile accident. 

Mr. Bartlett was accompanied by J. Ferguson Gif- 
ford, owner of the W. B. Gifford Furniture Company, 





Lynn, who also was instantly killed; Charles W. 
Harwood, head of the Harwood Counter Company, 
Lynn, who was slightly injured, and Byron E. Grover, 
a member of the Sprague, Hoague Box Company, 
Lynn, who is still at the hospital with slight in- 
juries. 

Mr. Bartlett and his companions were in one of 
six touring cars on their way to the Worcester Bank- 
ers’ Association outing a: the Worcester County 
Club. In trying to avoid one auto in their path they 
encountered a big truck coming along which skidded 
into their machine, tossing it against a pole. 
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dhe Reabelle 


A blacher boot made over 
our No.125 lastin TanKK 
leather carrying a. 
corru ated rubber sole 
and wedge heel. 

A populer boot for golf 
use os wellas fi ling } 
real need for an attractive 


style for drowind girls 
ting Rael 9 igi, 8 
within 5 weeks. 
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RATE CONFERENCE HELD 


New York Traveler Talks Over Rail 
and Hotel Rates With Men at 
Boston Style Show 


John Baxter of New York was in 
Boston for the exposition and style 
show and was in conversation with 
many of the traveling boys pertain- 
ing to hotel and railroad rates. Mr. 
Baxter is recognized as an authority 
among the National Shoe Travelers 
on these matters, having attended 
many conventions and being in touch 
with hotel associations in the United 
States and Canada. 


Visits Factory for Ideas 


Frank Bailey,’ secretary of the 
Northwestern Shoe Travelers’ Asso- 
ciation and salesman for Bion F. 
Reynolds, Brockton, Mass., spent the 
week in the factory to get new ideas 
for fall samples. Mr. Bailey attended 
the Boston exposition and style show 
and considered Boston very hospitable 
in its entertainment. 





Boston Men in New York 


‘Sid’ Curry left Boston, July 19, 
for New York, where he will continue 
to Washington to top off some or- 
ders for some shoes being put through 
the works. B. F. Cogan of P. Cogan 
& Son, Stoneham, Mass., is now in 
New York City lining up the New 
York trade for his line. 


Deyser With Federal 


John E. Deyser of New York City, 
has accepted a position with the Fed- 
eral Shoe Company of Lowell, Mass., 
to carry their line in East Pennsyl- 
vania and West Virginia. Mr. Deyser 
always “gets there” and we wish him 
all success. 


Body Back From France 


The body of the son of Harry Rip- 
ley, member of the National Shoe 
Travelers’ Association and member of 
the L. B. Evans Sons Co., Wakefield, 
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Mass., was brought from the fields of 
France this week where he lost his 
life for America’s cause. The funeral 
was held at his father’s home. 


David Tobin— Worker 


One of the most urgent workers in 
the preparation of the program of the 
Boston Shoe Travelers’ Association 
outing and to whom much thanks is 
due for its success was David Tobin, 
and the shoe travelers certainly ap- 
preciate his efforts. 


WELL ROUNDED LINE 


Frank R. Hamlet Carries Diversity of 
Styles 


Frank R. Hamlet, assistant secre- 
tary of the Richmond Association of 
Traveling Shoe Salesmen and repre- 
sentative of the Franklin Shoe Com- 
pany, Inc., for the city of Richmond, 
is most pleased with the business 
brought his company as a result of 
their fine exhibit at the recent Rich- 
mond style show. Mr. Hamlet’s line is 
composed of men’s, boys’ and little 
























FRANK R. HAMLET 









men’s as well as women’s, misses’ and 
children’s popular priced welts in the 
newest and most up-to-date styles. A 
substantial business is reported by 
the company throughout the South- 
ern States since the incorporation on 
January 1, 1921. 


HUSTLING T. A. OSTENKAMP 


Was Organizer of Richmond Shoe 
Travelers’ Association 


T. A. Ostenkamp can truthfully be 
called a hustler and much credit is 
due him. Mr. Ostenkamp traveled 
for the past four years for C. P. Ford 
& Company, Rochester, in the South- 
ern territory. In February, 1921, he 
organized the Richmond Association 
of Traveling Shoe Salesmen single- 
handed; took over the shoe style work 
in March and handled all details in 
that connection. Mr. Ostenkamp is 
secretary of the Richmond associa- 
tion and one of the youngest shoe 
salesmen traveling the South, being 
only 25 years old and originally was 













T. A. OSTENKAMP 
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KRIEDER’S BETTER 
SHOES fr BOYS 


Not a CUT OFF 
VAMP in OUR Line. 


We make a specialty 
of prompt shipment 
on all orders. 


We are the largest 
manufacturers o f 
BOYS’ and GIRLS’ 
SHOES in the 
WORLD. 


Have you received 
a copy of our new 
fall catalog? Write 
for one today. 


R-918, Mahogany Bal, Goodyear Welt, English Last. 
Boys’, CD, 214/514 


Little Gents’, D, 9/134 
R-941—Same as above in Gun Metal. 
R-1918—Footform as above. 


All Stock Numbers Billed at Factory Prices 


MAS Kaito Co. 


Exclusive Makers of Best Shoes for Boys, Girls and the Babies 
SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 


CHICAGO NEW YORK, N. Y. BOSTON, MASS. ST. LOUIS, MO. 
312 W. Monroe St. 123 Duane St. 100 Summer St. 1408 Washington Ave. 


PITTSBURGH, PA. PHILADELPHIA, PA. 
923 Penn Ave. 51 North Third St. 
FACTORIES 
Middletown 

Lebanon No. 2 


Annville Palmyra 
Lebanon No. 1 PENNSYLVANIA Elizabethtown 
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a Cincinnati boy. Living in such an 
important shoe market, he undoubted- 
ly inherited his cleverness in shoe 
selling which he is exhibiting with his 
line. 


PAST MASTER AT SELLING 
SHOES 
John T. Whitfield in North Carolina 
for the Franklin Shoe Mfg. Co. 


John T. Whitfield, popularly known 

- as “Whit,” covers the State of North 
Carolina for the Franklin Shoe Mfg. 
Company, Inc., Circleville, Ohio, and 
is well known by every merchant on 
the road. He is a past master at 
selling shoes, not forgetting his fame 
at baseball, having been captain and 


manager of a team winning six pen- 
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TAYLOR APPOINTED ASSISTANT 


Representing Helming-McKenzie in 
J. and Pa. 


E. W. Taylor, who for the past 
fifteen years, has been an active shoe 
man as manufacturer and retail mer- 
chant, has been appointed as assistant 
to William S. Kulp, representative of 
the Helming-McKenzie Shoe Com- 
pany, Cincinnati, in New Jersey and 
eastern Pennsylvania. Mr. Taylor, who 
with his father manufactured men’s 
and women’s footwear, will have his 
office with Mr. Kulp at 716-717 Me- 
chanics building, Trenton, N. J. His 
friends will be pleased to learn of 
his connection with the H & M line, 
as he has a wide acquaintance among 
the retail merchants. 


63 





“BIG BUSINESS SMITH” 

M. A. Packard Co. Man Enthusiastic 
Over Success of Richmond 
Travelers’ Association 

Bryce B. Smith, Southern represen- 
tative for M. A. Packard Co., Brock- 
ton, Mass., was one of the busiest 
men at the Richmond style show, and 
he reports sales of considerably larger 


_ proportions than he had anticipated. 


Mr. Smith is enthusiastic over the 
progress made by the Richmond As- 
sociation of Traveling Shoe Salesmen, 
of which he is first vice-president. 
He proudly tells us that this asso- 
ciation was formed last February and 
in July held a shoe style show that 
compared very favorably with any 
held at that time. 





nants. 


JOHN T. WHITFIELD 


E. W. TAYLOR 






BRYCE B. SMITH 








CONFERENCE OF DR. REED ASSOCIATES 
Meet in Third Annual Session at Buffalo 


The third annual convention of Dr. A. Reed Cush- 
ion Shoe Manufacturers and Retailers, held at the 
Iroquois Hotel, Buffalo, N. Y., July 11-12, was a real 
school of advertising. Practically the whole first 
day was given over to the subject of advertising. 

The introductory address was delivered by F. A. 
Nunn, followed by questions for debate on ‘‘Adver- 
tising” and “Window Trimming,” which lasted until 
luncheon at 1 p. m. 

. As Dr. Reed’s stores now cover nearly all of the 
large cities, it was voted to discontinue the National 
Magazine and advertise and devote money to news- 
paper advertising. Direct advertising was discussed, 
many using letters to good advantage. B. G. Goul- 
ston of Boston showed several of his successful let- 
ters. 

On suggestion of Mr. Brouwer it was voted to hold 
a conference every six months, next conference at 
Hotel Clay, Edgewater Beach, Chicago, after the 
Chicago convention. Every man promised to attend 
the Chicago convention. 





The real idea treat was given the conference by 
S. J. Brouwer of Milwaukee on styles, lasts, etc. 
Several new styles along approved orthopedic lines 
was discussed and adopted. 

The idea of a permanent Dr. A. Reed Merchants’ 
Association was introduced, but nothing definite was 


done. Each merchant told of his particularly suc- 
cessful ideas and many had their problems ironed 
out. “Cartons, labels, etc.,” were discussed. 

After the Monday meeting a number of Cadillacs 
wended their way to Hotel Clifton, Niagara Falls, on 
the Canadian side. F. A. Nunn, president of John 
Ebberts Shoe Co., proved to be a prince of an enter- 
tainer and host. 

E. B. Steere, sales manager of J. P. Smith Shoe Co., 
was a resourceful lieutenant in keeping things mov- 
ing. 

Stock Keeping Big Topic 

“Stock Keeping” was the subject of discussion, 
which opened the Tuesday session at 10 a. m., and 
the importance of the subject set forth in proper 
style. 

“Co-operation” and its value followed and “Prices” 
closing the morning session. 


























AND SHOE RECORDER 








No. 1416 
HYGRADE 
enone Led 


NON RusT, 
COMPOSITION 


No. 1141 


NON RUST 
COMPOSITION 


ALL LEADING 
JOBBERS SELL 


OUR PRODUCTS. ANCHOR 


BRANO 














ENAMELLED BUCKLES 


THAT HARMONIZE WITH 
STYLISH SUMMER FOOTWEAR 
Harmony is the keynote of summer. 
large assortment of 


buckles to match leathers which will 
be popular all season. 


Samples sent free upon 
request of manufacturers, 
NORTH & JUDD MFG. CO. 
NEW ge th CONN. 


We manufacture a 
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No. 13711, 
HYGRADE 
IRON CAST 
OR 


NON RUST 
COMPOSITION 


COMPOSITION 
BRANCH 
SALES OFFICES 
NEW YORK 
CHICAGO 
ST. LOUIS 

SAN FRANCISCO 
HAR OWARE 
PRODUCTS 

















Over a Quarter 
Million and 
Still Going 

Strong 


Are you getting your 
share? 


Already the Jung Arch Brace is giving comfort and support-- 
properly applied—to over a quarter million people. The deman:! 
is stronger than ever. Repair shops, retail eto fcot specialists 
make quick profits on it. Retail price $1.00 
Let us send you OUR TRIAL OFFER. 
THE JUNG ARCH BRACE CO. 
Jang Building 
CINCINNATI, OHIO 


JUNG 


ARCH BRACES 

















BUY OR RENT 


AN 


ELLIOTT 


BUTTON ATTACHING 
METALLIC FASTENER 
MACHINE 





STANDARD OF THE WORLD 





Thirty-two Years’ Continuous Service 


Consult Any Shoe Findings’ Jobber. 
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Adam Period Set 


Consider the Children 


Their desire for visiting your store will remain with them 
as they grow up into manhood and womanhood and in- 
creasing business will result by their patronage for your 
store. 


The miniature fixtures we have designed for “sales aids” 


—for your juvenile merchandise are worthy 
of your consideration. 


—For “Sales Developers” use Baby Fixtures. 


Ask us about them 


HUGH LYONS & COMPANY 


“Make Buyers Out of Passersby” 


700 South Street, Lansing, Michigan 


CHICAGO NEW YORK 
232 S. Franklin Ave. 35 W. 32d St. 


























LIGHTING 






























Sea. sees -aeiacss eda ed 























“Up to date Shoe Stores 
Nowe Individual] Chairs” 


MILWAUKEE CHAIR CO 


MILWAUKEE 





OST, if not all, shoe shops you read and hear 
most about, have an individuality of their own. 
They are distinctive, they stand out among 
the thousands of shoe’ stores because of their 
smart appearance. 


These up-to-date shoe stores have INDIVID- 
UAL chairs with fitting stools to match, along 
with other interior decorations to harmonize. 


Leading shoe merchants know that women 
like to buy in the stores where the stylish boot 
or low shoe being selected has the proper stage 
setting, and where they find comfort while 
being fitted. Likewise they know that men 
like the elbow room given by the use of INDI- 
VIDUAL chairs. . 


Make your store THE shoe store of your 
town. Wecan show you how. Write us. 


Makers of Fine Chairs 


CHICAGO NEW YORK SEATTLE MINNEAPOLIS 


LARGEST MANUFACTURERS OF OFFICE CHAIRS IN THE ‘WORLD 
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Onyx Hosiery 
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It isn’t necessary to argue a cus- 
tomer into buying hosiery when 
she’s buying shoes. A display 
of 


“Onyx 
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 @ Hosiery 
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Reg V.S.Pat. Orrice 





speaks volume for itself. 






Emery 6 Beers Company, inc. 


Broadway at 24th Street-—New York 





Chicago—Philadelphia—Boston-—Buffalo—San Francisco 
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Here Is YOUR BUSINESS GETTER 





Manufactured by 


e The Simplex Foot X-ray Machine 
} The General Industrial X-Ray Co. 


ae \ Milwaukee, Wis. 


( 


Operation as 
simple as turning 
electric light but- 
ton. 


Practically no up- 
keep after instal- 
lation. Makes you 
money. 


Saves time of 

‘ your salespeople. 

Greatest aid to The progressive 

shoe sales ever dealer gets bene- 
made. 


Prices 











§.J. BROUWER SHOE CO. 


322 GRAND AVENUE 


MILWAUKEE June 22, 1921. 


General Industrial X-Ray Coe, Send your order 
Milwaukee, Wis. 

at once. 
Gentlemen: 


We have now had two of your Foot X-Ray machines for 
eeveral months, and the consensus of opinion of our department 
heads and sales people is that we do not know how we could get 
@long without it, having once used it. It helps stop long ar- 
gunents with customers and helps make quick sales, as well as 
more correct analysis of foot conditions. 


Very truly yours, Gol 


E. H. KARRER CO. 


Sole Distributors 


Delivery 
30-60 days 


246 W. Water St. Milwaukee, Wis. 



















Shoo Store Service Holps 
to Get More Shoes Sold Right 
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The period from Aug. 1 to Sept. 15 is usually a 
time of drouth and heat. The leaves on the trees 
have reached their ultimate growth and the ripen- 
ing process begins. Even the grass becomes dry, 
brown and parched. The cattle do not relish it as 
they did in May and June when it was fresh and 
green. And yet, the cattle have to have food and 
they eat it, but you will see them roaming the fields 
over looking for the particular spots around the 
springs where the grass is still green. 

Retail stores are apt to follow the same course of 
nature unless the hydrants of enthusiasm are turned 
on and the minds of both management and sales- 
force are watered generously from ideas stored 


Forty-five Days of Hard Thinking 


a 


STM 





endar on this page of a meeting of the salesforce and 
in that meeting sell your co-workers on the purchases 
which you have made and which they later must pass 
out to the public. Many a perfectly “good buy” has 
become a shelf warmer and later graced (or dis- 
graced) the bargain counter just because the sales- 
force were not thoroughly sold upon it by the buyer. 

EKighty-five per cent of the shoe merchants to-day 
were salespeople before they were merchants. Each 
one had ideas that were worth while, or he would 
never have become a merchant. 

August is a wonderfully good month to have each 
member of the salesforce open up his reservoir of 
stored-up ideas in order that these ideas may be put 


up in the reservoir, the 
store also is apt to be- 
come brown, parched 
and dried up in its ap- 
pearance and in its ac- 
tivity. 

The people in every 
community must have 
shoes and they will buy 
them, but like the cattle 
they will be roaming 
around and looking for 
the green spots where 
they can buy something 
that is fresh and will 
not relish stale dried 
up merchandise. 

The stock must be 
sprinkled with some- 
thing new and some- 
thing different, “Sell 
what we have got” is 
all right as far as it 
goes, but a few snappy 
“never - before - seen” 
creations will bring the 
crowd to buy the espe- 
cially priced stuff you 
wish to unload. 


Killing Shelf Warmers 


Do not overlook that 
one little suggestion in 
the merchandising cal- 














Aug. 


Aug. 


Aug. 


Aug. 


Aug. 


Sept. 


Sept. 


THE GREAT PREPARATION PERIOD 


1-6—Prepare Fall advertising campaign. Have 
one pair each of a number of styles come from 
factory on forms. Have photograph or drawings 
made for advertising. 

Stimulate business by sales of tennis and other 
rubber soled footwear. 

8-13—Do not let the windows and interior of 
the store grow stale. 

Prepare advertising for school shoes to be used 
September 1, where the ‘‘kiddies’’ trade the 
parents will trade also. 

15-20—Advance showing of new Fall footwear. 
Backgrounds of windows should have suggestion 
of early Fall. Newspaper ads should be in har- 
mony with windows. Monthly meeting of sales 
force. Topic, ‘“‘The New Fall Line’’—‘‘Sell” the 
sales force on the new syles you will show. 
22-27—This is a good week to re-label cartons, 
put stock numbers and mate marks on new 
arrivals and have them ready to go into stock. 
A clean, fresh looking store is essential. Nobody 
loves fly specks. Put in “Labor Day” window. 
Prepare monthly statements. 

24-Sept. 3—School shoes should be emphasized. 
In this connection it should be borne in mind 
that high school pupils wear men’s and women’s 
sizes and are interested in styles as well as 
service. Prepare advertising for ‘‘Fall Opening.”’ 
6-10—Sometime in August or September or 
October there should be a County Fair or 
Municipal Street Fair. Where farmers can show 
products of the farm and enter into competition 
for premiums. If you are in an agricultural 
district get busy. Such affairs have great 
advertising possibilities. 

12-17—Formal Fall Opening, Music, flowers and 
everything. Here is where the window trimmer 
has an opportunity to demonstrate his ability. 
Doll up the store. See to it that sales people 
are well and tastefully dressed. 

Monthly meeting of sales force—Topic—“Shoes 
For Occasions.” 














into practical use in the 
forthcoming fall season. 


The Form-Fitted Win- 
dow Shoe 

Smaller merchants 
have difficulty in com- 
peting with their lar- 
ger brothers in window 
displays and very often 
it is due to the fact that 
they have not had the 
foresight that the lar- 
ger merchants have had 
in having one or two 
pairs of each particu- 
larly snappy shoe come 
to him from the factory 
on forms that fit the 
shoe. 

When orders’ are 
placed is the best time 
to order these shoes to 
come in on forms, but 
if it was overlooked or 
neglected at that time, 
it can still be taken 
care of by getting into 
immediate touch with 
the manufacturers. 


Plan Your Fall Ad 
Campaign 

August is the time to 

(Continued on page 79) , 
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Recorder Idea No, 1—Sport display 








August and September Window Displays | 


Merchandising Ideas to Assist in Speeding 
Up Sales During the Hot Summer Months 


There is an old adage “that a man who wastes time 
that he doesn’t need—will heed time when he can’t 
get it.” 

And so it is in the daily life of business. 

The hot summer months which are now upon us are 
likely to innoculate us with the “bug” of listless whil- 
ing away time waiting for the cool spell. 

There is a tendency to slow up on special prepara- 
tions for window displays during these hot days due 
to the fact that so many labor under the fallacy that 
the hot summer months are dull on account of so 
many people going away on vacations, etc. 

These same hot summer months can be made to 
give a good account of themselves and sales may be 
speeded up by putting forth a little of the “push” and 
“pull” effort. 

There is no better medium to effect this than 
through the use of attractive displays in the show win- 
dow of a careful arrangement of seasonable merchan- 
dise to attract the people vacation-bent and the stay- 
at-home as well. 


Window Displays for Summer Footwear 


In order to get the necessary summer atmosphere 
or effect into the windows the decorator should use 


care and judgment in his color schemes and the se- 
lection of his decorations to make his displays light, 
airy and cool looking. 

A mighty good way to attract lookers to your win- 
dow and impress them with the merchandise you have 
for summer selling is the introduction of decorations 
that suggest the various kinds of summer sports, es- 
pecially if you anticipate installing a display of out- 
ing shoes, oxfords and pumps. 

To make a successful showing of this class of mer- 
chandise carry out some definite scheme of decorative 
treatment along the idea of suggesting summer sports 
and recreation. 

To attain this end and to incorporate this feeling 
into the display the introduction of golf balls, golf 
sticks, tennis racquets, base ball goods, fishing tackle, 
etc., will do wonders as accessory decorations. 

Artificial flowers and foliage may also be used to 
good advantage in giving a refined and pleasing effect. 

If drapes are used over the plateaux, pedestals and 
glass shelves do not use velvet or heavy materials dur- 
ing the hot weather as they are too hot looking. Use 
light silks or chiffon drapes. 

In decorating windows where shoes are featured to 
interest those going away on a vacation the introduc- 
tion of matting suit cases, a good looking valise or 
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trunk as part of the decorations will make a telling 
effect on the minds of the looker. 


Decorative Background Settings for Summer 


Idea No. 1. Our first design illustrates a very sim- 
ple but effective setting for the display of sport shoes 
of all kinds. 

This design is shown as used in a window having 
a plain wood panel back. 

The introduction of the large panel in the center of 
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Recorder Idea No. 2—Tennis back 


the window is a novel idea and very inexpensive to 
install. : 

This motif of decoration is made from wall board 
cut out in the shape shown and painted a light blue 
color, using any kind of cold water paint such as ala- 
bastine, pastelite or muralite, any of these may be ob- 
tained at your local paint stores in one-pound and 
five-pound packages. 

Upon the surface of the center panel is placed a 
lithograph illustrating a tennis player in action, most 
any other subject applying to summer sports would 
be just as effective. If you can not get a lithograph 
a scenic painting could be used to just as good advan- 
tage and could be had at about 40c. per square foot 
from any of the dealers selling window decorations. 

We would suggest however that should you use the 
canoe paddles as is illustrated that the picture on the 
center should be a marine scene. If however you 
would use tennis racquets instead of the canoe paddles 
the picture illustrated would be better. 

At each side of the panel is arranged the long lat- 
tice work which is made from light sticks and painted 
black. 

Upon the lattice at the edge of the panel is ar- 
ranged the flowers and foliage as is shown. 

Upon the floor is a large plateau made from wall 
board and painted a light blue, the same color as the 
panel. 

Several base units around which to build the dis- 
play, such as the one shown makes a very effective 
treatment. 

A Simple Background 


Idea No. 2. Our second illustration shows another 
very simple background treatment that requires very 
little time and money to install. 

This setting consists of two tall pilasters connected 
by a border along the cornice of the window. 

The pilasters and border are made from wail board 
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reinforced by light strips and arranged in the man- 
ner shown. 

They should be painted a pea green color, using any 
of the above mentioned cold water paints. 

Just in front of the pilasters is placed the tall deco- 
rative trees. These made by painting the design on 
wall board and then cutting it out and placing it about 
two inches in front of the pilaster to give it relief. 
The vase part of this cut-out should be black and 
decorated in gold. The stem of the tree in black and 
the top, or foliage part a leaf green outlined in gold. 

Upon the border is pinned the tennis balls as is 
shown. 

The arrangement of the two tennis racquets, net, 
and flowers is clearly illustrated. 

The small plateau and decorative stand is made of 
wall board painted a pea green color and decorated in 
gold and black similar to the design or any other de- 
3ign which may suit your fancy. 

The floor of the window should be covered with a 
plain material as near the same color green as that 
used in painting the pilasters. This floor material 
may be of cambric, spun glass or mercerized sateen 
stretched on tightly. 

Tennis racquets used against the shoe fixtures as 
illustrated in Idea No. 1 would add to the decoration 
wonderfully. 

A General Decorative Idea 


Idea No. 3. Our third illustration shows a good 
decorative treatment more or less interchangeable so 
as to be used for the display of practically any class of 
merchandise. 

This design consists of two pilasters, center panel 
cut-out in the shape shown and two side flank pieces. 
The whole setting is constructed of wall board in the 
usual manner of construction painted a cream color 
and assembled as illustrated. 

The side flank pieces are touched off with light lat- 
tice strips painted black. 

The little decorative trees are cut from wall board 
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Recorder Idea No. 3—General display 

















and decorated in black and gold with just a touch of 
color such as a two-tone blue, green and lavender de- 
sign outlined in gold. 

The center panel presents several good decorative 
treatments, in this instance we have used a circular 
wall board cut-out upon which is mounted in poster 
effect the picture in silhouette effect. This design 
may be marked out on black paper and then cut out 
and pasted on the surface of the cut-out circle. 

(Continued on page 79) 
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GLASS PLATEAUS 


{. 


\\omG ME Este) TRIMMED VALANCES 











GLASS FIXTURES 
FOR CHILDREN’S SHOE DISPLAY 


Catering to an extensive demand for 
a dainty glass fixture for displaying 
> Ee children’s shoes, we have just per- 
= eg cee . fected a beautiful “line.” The Pedes- 
oe re tals are hexagonal in shape and are of 
No. 6.183 UNTRIMMED : genuine cut glass. The heights are 
2%, 3% and 4% inches high. The 
plate glasses are of various sizes and 
are cut in shape to conform to the pedestals. Indi- 
vidual parts can be bought, and they are also furnished 
in “sets.” 

Above set, No. G183, has 31 pieces. Price, $48.10. 
Other sets: 22 pieces, price $32.50; 19 pieces, $26.55; 
14 pieces, $15.25. 

Catalog No. 5 shows the complete line. 
DON’T FORGET 


Our Nationally Famous Interchangeable Glassline 


GLASS PEDESTALS—6-9-12-15 , : 
Inches For General Window Display 


A 
A 
Ji Camel 
: A 


3 
a 
/ 


Lower two cuts show the pedestals and some of the glass plates. Upper 
right-hand cut shows our massive Plate Glass Plateau. Catalog “GF.” 


Window Valances. Large assortment for immediate delivery. Ask for 


samples. 
Window Plushes. Big stock. Ask for samples. 
Wood Fixtures. Catalog “L” shows the big line. 


Visit Our Chicago or New York Show Rooms 


THE HECHT FIXTURE Co. 
Medinah Bldg., Wells St. and Jackson Blvd. 


CHICAGO, ILL. | 


NEW YORK SHOW ROOMS Between Broadway and 4th 


GLASS PLATES - 65-67 E. 12th St. Ave. 
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The Tannage, Finish and Care of Leather 
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Proper Leathers for Different Services, 
Stretch and Wear, Color and Substance 


By J. V. Lobell, of Steel-Lobell Co., Charleston, W. Va. 


A knowledge of leather; where it comes from; how 
it is tanned, finished; made into footwear, and how it 
should be cared for is important to everyone engaged 
in the shoe business. 

One possessing this knowledge and using it will be 
able to advise the proper leather for different services, 
will know the stretching and wearing qualities, why 
one leather peels and another does not. Why one 


leather loses its color, while another one holds its. 


color. What makes some leather scale or peel and 
how it can be overcome. 


Collection of Skins 


“Skins” is the name applied to skins or hides of 
small animals such as goats, sheep, calves, kangaroo, 
deer, etc. Skins comes from all parts of the world, 
such as India, China, Australia, Russia, etc. In some 
parts of the world grazing is plentiful, in others 
scarce. This reflects in the quality of the leather. 
The manner in which the skin is dried is also im- 
portant and shows itself in the tanning. Some skins 
are sun dried, some dried in the shade, others are 
“green” or “wet” salted; still others “dry salted.” 
The plan adopted depends a great deal upon the ma- 
terials at hand, in the parts of the world where the 
skins are gathered. The natives kill or slaughter the 
animals and preserve the hides to the best of their 
ability, as above stated; then trade them in for sup- 
plies at their local merchants. He sells them to 
brokers (some natives sell direct to brokers) who 
send them to the seaports where they are sold to 
exporters or the agents of tanners who bale them and 
ship them abroad. 

Classification of Hides 

By “Hides,” is meant skins or hides of larger ani- 
mals such as steers, horses, cattle, the buffalo of 
India, etc. Most hides come from America and are 
divided into two classes, “Packer hides” and “Country 
hides.” 

By “Packer hides” we mean hides coming from the 
large packing. houses that employ men who are ex- 
perts in removing the hides, taking pains to see that 
no gashes are cut into the skin; the hides are imme- 
diately salted and great care is taken with them; they 
are, therefore, much preferred. “Country hides” is 
the name applied to hides received from farmers, 
butchers, etc. The “take off” is not so clean, as often 
tails and pieces of fat are left on the hides to make 
them weigh more. The unhiding of Packers hides 
is done to give the greatest amount of footage. This 
is not true with country hides, which are taken off 
mostly by inexperienced men. The “packer” uses the 
best grade of salt, while the butcher or farmer will 
use any salt at hand. This all reflects back, so the 
tanner cannot afford to pay as much for a “country 
hide” as a “packer hide.” 

Skins in “Soak” 

“SOAKS.” When the skins and hides are ready to 

be tanned, they are first put into the “soaks” to 





swell, remove loose dirt and make as near as possible 
to the condition they were in when taken from the 
animal. They remain in the “soaks” for 24 hours 
upward (according to the kind of skins or hides) are 
then “milled” (put in revolving drums) and returned 
to soak. When thoroughly wet they are ready to have 
the hair removed. 

“REMOVING HAIR.” In some tanneries this is 
done by soaking in vats filled with water and lime 
which swells the hide or skin, permitting the hair to 
be easily removed by scraping the hair off with a dull- 
edged knife. Other tanners use the “Sulphite” process. 
Using this process, the hide is put into vats with sul- 
phite and water, which dissolves the hair. The hides 
are then washed in clean water and “scudded” (fine 
hair removed). 

“FLESHING” means the removal of the surplus 
fats and flesh which often cling to the underside of 
the skin. This is removed with knives set on large 
wooden rolls. 


Grains and Splits 


“SPLITTING LEATHER.” The splitting of leather 
is done by a large band knife placed immediately in 
back of two large rollers. The hide is fed into the 
rollers, and as it rolls through, the band knife cuts 
it into two pieces known as the “grain” and the “split.” 
Sometimes the “split” is run through again, making 
three hides from the one. Hides may be split into 
as many layers as desired. The more times split the 
thinner the layer. 

“BATEING OR PURING” neutralizes the lime, 
destroys the bacteria and loosens the fibers of the hide. 
This prepares them for the tanning bath. In some 
cases when the hide is to be chrome tanned, it is also 
pickled. 

“BARK or VEGETABLE TANNAGE.” This means 
that the skin or hide has been converted into insoluble 
leather by tannic acid (tannin). Tannin is found in 
varying quantities in the form of barks, leaves, juices, 
pulps, caps and boards (like acorns) of different trees, 
bushes, etc. The tannic acid is extracted and diluted 
with water which forms the bath which varies in 
strength according to tanner. The hides or skins are 
put into large drums with this solution and remain 
for a period of three weeks upwards, the solution is 
gradually strengthened until the chemicals have thor- 
oughly affected the change into leather. Bark tanned 
leather has a mellow “feel” and is especially well 
suited for fine light leathers. The time and care 
required in its tannage makes it the higher priced of 
the two tannages. 


Chrome Tannage Leads 


“CHROME or MINERAL TANNAGE?” is name ap- 
plied to the process of converting the skin or hide into 
leather by use of mineral acids known as “Chromic 
Oxide.” There are two ways of tanning with this 
(Continued on page 77) 
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The Prize Winners in the Big 


Dr Scholls 


FOOT COMFORT WEEK 


Window Trim Contest 
OVER 10,000 POPULATION UNDER 10,000 POPULATION 





Drs 
t 


1st Prize—$100.00 1st Prize—$100.00 
Mr. A. Glass, Mr. Edwin A. Kagel, 
The Boston Store, Chicago, Ill. Charles L. Young & Co., Benton Harbor,’ Mich. 




















2nd Prize—$50.00 2nd Prize—$50.00 
Mr. N. R. Spinney, Mr. F. Otto Reyer, 
Smith, Metzger Wright Co., Warren, Pa. Balle-Broderson Co., Denison, Iowa 








3rd Prize—$25.00 3rd Prize—$25.00 
Mr. R. C. McDaniel, ‘ Mr. Wm. R. Pritchard, 
. Leeson & Sons Co., Elweod, Ind. Owen’s Shoe Store, Elizabeth City, N. Car. 
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4th Prize—$15.00 4th Prize—$15.00 


Mr. Willard A. Rock, Mr. J. E. Andrews, 
Chamberlain Patten Co., Nashua, N. H. Hudson Bay Co., Vernon, B. C. Can. 


OVER 10,000 POPULATION UNDER 10,000 POPULATION 


5th Prize—$10.00 5th Prize—$10.00 
Mr. Harry J. Broome, Mr. R. W. Sheley, 

Ludlow Bros., Brantford, Ont., Can. A. Weiler & Bros., Hartford City, Ind. 

The Hudson Shoe Co., Elmira, N. Y. The Durant Mercantile Co., Durant, Okla. 
Mr. C. A. Wipson, Mr. Roy C. Chandler, 
Herpolsheimer Co., Grand Rapids, Mich. The Fair Store, Big Timber, Mont. 

Mr. Geo. C. Allen, Mr. Ed. J. Wolf, 

Kehm’s Walk-Over Boot Shop, Dayton, Ohio. 100 Main St., Richland Center, Wis. 


Mr. C. D. Hulsizer, Mr. C. S. Cooke, 
J. F. Cairn’s. Ltd., Saskatoon, Sask., Can. P. J. Losier, Weyburn, Sask., Can. 


6th Prize—$5.00 6th Prize—$5.00 
Mr. B. C. Phenix, Mr. P. Covello, 

Crook Record Co., Paris, Texas Cedarhurst Shoe Store, Cedarhurst, L. I., N. Y. 
Mr. J. Nicholson, Asbury Park, N. J. 


Mr. Leonard R. Brunswick, 
Lightbody-Wingate Co., Superior, Wis. Mr. Jno. G. Padrick, 
Church Te q A 
Mr. R. McElroy, urchwell Bros., Tifton, Ga 


A. J. Stephens & Son, 187 Sparks St., Mr. L. D. McCaw, 
Ottawa, Ont., Can. : D. McCaw & Son, Welland, Ont., Can. 


Mr. E. C. Willson, 
Crouch Bros., Ft. Morgan, Colo. 









Mr. Leon Van Scyoc, 
H. A. Meiberger, Downs, Kans. 





Mr. F. E. Liddle, 
A. E. Snell, Calgary, Alta., Can. 


There were no losers in this contest. Everyone sending in a photo or snapshot of a Foot Comfort 
Week window trim in accordance with the conditions of the contest, and who failed to win a cash 
prize, was awarded a beautifully chased, gold-filled, Autopoint Pencil regular $5.00 value. 


THE SCHOLL MFG. CO. 


Largest Makers of Foot Relief Preparations 
and Orthopedic Appliances in the World 





211 W. Schiller St., 339 Broadway, 112 Adelaide St. E., 
Chicago New York Toronto 
London Paris Stockholm Buenos Aires Cape Town 
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“Queen Quality’’ Boot Shop, 32-34 W. 34th St., New York City. 
Chairs by the American Seating Co. 


THE LAST WORD IN SHOE 
STORE SEATING 


In the course of fifty years as manufacturers of 
shoe store seats we have gone through the 
stages of: 

(A) Perforated or Plain Veneer Settees (Benches) 

(B) Upholstered Settees (Benches) 


(C) Conventional Four-Legged Chairs. (Many still cling 
to this “antique” extravagance.) 


(D) Pedestal (Stationary or Revolving) Chairs 





This experience totaling forty-five years finally led us six years ago to develop and adopt 
exclusively 
ASCO INTERLOCKING SHOE STORE CHAIRS 


We had to sell this improvement to the public. 


In spite of the general depression the sales of ASCO Interlocking Shoe Store Chairs con- 
tinue to increase. 

1921 thus far has doubled 1920 in a period of the greatest slump in business in the his- 
tory of our nation. 

The reason may be explained to prospective users of Shoe Store Seating by consulting 


almost any and every exclusive manufacturer or dealer in shoes—you’ll find 95% of all 
stores built in the past five years using ASCO Interlocking Chairs. 


AMERICAN SEATING COMPANY 


General Offices, 1016 Lytton Bldg.. CHICAGO 
Room 302—69 Canal St., Boston 


Room 601—119 W. 40th St., New York 
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process, the single bath method and double bath 
method. When using the single bath method the hides 
are put into vats containing a mixture of Chrome 
and acid; this makes the leather a green shade. If 
the double bath is used the skins are first put into a 
bath of “Chrome,” which gives the leather a yellow 
color, and then into a bath of “Hypo,” which gives 
it a green shade. Chrome tanned leather may always 
be distinguished by its green shade. By far the 
largest percentage of upper leather is Chrome tanned. 

“SHAVING.” It is necessary to make leather an 
even thickness throughout. To do this it is “shaved” 
by a revolving roll containing many knives. This 
slowly shaves away the flesh and fibers from the flesh 
side until the leather is an even thickness. 


Important Process of Coloring 


“COLORING.” After the skins have been tanned 
they resemble very much wet blotting paper, and 


readily absorb the dyestuffs which are generally coal - 


tar dyes (commonly known as aniline dyes) in some 
cases log wood dyes are used. The dyestuff is first dis- 
solved in water and then put into large vats known 
as “coloring drums.” The wet leather is put in the 
drums, which are turned, causing the contents to be 


thrown from side to side, thus coloring the leather ° 


throughout. Some kinds of leather, such as Cordovan, 
are table dyed, by being laid flat on a table, and the 
dyestuffs applied to only one side. In case of Cordovan 
the dye is applied many times. 

“FAT LIQUORING.” After the leather is colored, 
it is put in large vats filled with a mixture of water 
and special oils which have been diluted with water. 
The vats are then revolved until the oil has thoroughly 
worked into the leather, thus lubricating and oiling 
the fibers. 

“TACKING” is the stretching of the wet leather 
and “tacking” upon solid wooden boards and allowing 
the leather to thoroughly dry. 

“SAMMYING” or “WETTING DOWN.” After the 
leather has thoroughly dried it is hard and stiff. By 
moistening it, the tanners are able to work it. This 
is done by wetting down (moistening it with water). 
or else sammying by put- 
ting the leather in damp 
saw dust. 

“STAKING” is the proc- 
ess of stretching the leath- 
er while damp, which 
loosens the fibers giving 
the leather a soft, flexible 
“feel.” It also opens the 
pores so that the season- 
ing readily goes in the 
surface. The “staking” is 
generally done by machine 
but the legs and neck are 
“staked” by hand. The 
“staking” is generally done 
twice to thoroughly loosen \ 
the fibers. — 


“SNUFFING” or Nic hres Ale MOC fil 


“BUFFING.” Some leath- 


ot has mag eed small blem- va ig Hovis (shoe depart- 
ishes or a hard, coarse sur- el o Come’ All ment), Bessemer City, N. C. 
face. The _ snuffing of on 

leather is done by placing Tana 

it over rough stone wheels 


which slowly removes the 
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grain, giving the surface an even finish. 


Leather Given “Body” 


“SEASONING” is the treatment of leather with a 
compound of ingredients that nourish the surface, giv- 
ing it “body” so that it will take a high glaze and 
finish. Seasoning is generally applied twice after 
which the leather is rolled with an iron roller. 

“TOP FINISHING.” After the seasoning of leather 
a “top finishing” generally follows. This is most 
always of an albuminous nature but varies according 
to the type of leather and finish desired. The top 
finish is applied by hand and gives a better “feel” and 
appearance. 

“GLAZING.” The word “glaze” comes from the 
French pronunciation of “glass.” “Glazed” leather, 
meaning “glassed” leather. This operation is done by 
a round piece of glass set in a wooden or steel arm 
and stroking the leather under a tremendous pressure, 
thus pounding the “seasoning” into the leather and 
giving it a high gloss and soft, “kiddy feel.” 

“SMOOTH PLATING” is the placing of the sea- 
soned leather under a large flat steel block, which is 
heated by steam and under tremendous pressure the 
leather smoothed out to a velvety appearance. Some 
leathers, such as “Matt finished” leathers, are ironed 
by hand much the same as clothes. 


Taking the Footage 


“MEASURING” leather is done by a machine hav- 
ing many wheels—the leather is fed into one side of 
the rollers, and as it touches the wheels they register 
the leather as it passes; thus in a moment the total 
footage is registered on a dial, and is marked on the 
back of the skin. The skins are put in piles accord- 
ing to sizes. 

“GRADING” or “SORTING.” The grading of 
leather is the most important of all processes, as here 
the value of each skin is determined. The “grader” 
sorts into different piles according to coarseness of 
grain, evenness of color; also every blemish, hole and 
scar is considered. The finer the grain, the fewer 
blemishes, cuts and scars, and the more even the color, 
the better the leather. A 
cut in the flank or edge of 
the skin does not impair 
the skin to the same degree 
as the same cut in the cen- 
ter of the back. This is 
the best part of the leather 
and has less tendency to 
stretch. The skins, after 
being graded, are packed 
in bundles and either 
shipped to shoe factories, 
commission merchants, or 
exported. 


New Shoe Stores 


J. O. Humbert, Fond du Lac, 
Wis. 

Gold’s, Montreal, P. Q. 

Davis & Fisher, Lenoir City, 


like 


J. C. Penny Co., Oswego, N. Y., 
opening branch here. 

Sig-Eiseman Dry Goods Co. 
(shoe department), Malvern, 


Frank Duffy Ark. 
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ANNOUNCEMENT !! 


Our Mr. Arthur Sachs is now on the road with a com- 
plete line of FELT and SATIN SLIPPERS of different 
designs made up at popular prices, and will call on you 
shortly. ! 

We feel that these designs will be quick sellers and 
profit makers, We hope to be able to serve you and ask 
that you hold whatever orders you have until our Mr. 
Arthur Sachs visits you. 


“We Are Always at Your Service” 


SACHS BROS. FELT SHOE CO. 


508-510 Broome Street New York, N. Y. 
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Your Finding Case, Does It Contain 
“‘Hubtip” “No Metal Tip” 3 


Trade Mark, U. S. Pat. Off. 


SHOE LACES? 


If not, an Opportunity is Lost whereby 
you can gain 


SATISFIED CUSTOMERS AND REPEAT ORDERS 


“Hubtips” are made of Fine Quality 
Fast Color Braid 
Never Pull Off or Wear Tinny 


TODAY’S PRICE LIST 
Women’s or Men’s 27 in. per gro. Laces $2.00 
“ “ “ o* « 2.20 


Men’s 36 in. per gro. Laces $2.50 
aoe ‘ 2.70 
eee -°- 4°" * * 
“ “ “ 54 oe ee 
Women’s 63 in. per gro. Laces $3.70 
- — oT) - 4.10 : 
SPECIAL ASSORTMENTS SUPPLIED—PACKED 72 SINGLE PAIR IN DISPLAY CARTON 
STOCK UP FOR THE COMING SEASON NOW 


FRANK W. WHITCHER CO., M’f’rs---Boston and Chicago, U. S. A. 
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(Continued from page 69) 
lay out and plan the fall advertising campaign. The 
appropriation has undoubtedly been made and the 
manner of spending it be determined well in ad- 
vance. 

The smaller stores experienced more or less diffi- 
culty in getting cuts that would truly and adequately 
represent the merchandise which is to be talked 
about in the advertising copy. 

Shoe artists are scarce, but in every city of any 
considerable size there are firms that specialize on 
this work. By beginning early the actual shoes can 
be placed in the hands of these artists and exact re- 
productions made either line drawing or half tone. 
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Many merchants who are not in direct contact 
with an artist who can draw a sketch of the shoe use 
photographs to good advantage for this purpose. 
Even these have to be made far enough in advance 
so that the cuts may be ready when wanted. 

If the illustration is neglected until it comes time 
to write the copy and insert the ad, usually there is 
no illustration and the entire good effect of the ad 
is lost because an unsightly poor cut is used, 
which gives a wrong impression of the actual mer- 
chandise. 

August, and the first half of September, therefore, 
is not a time of relaxation, but a time of hard think- 
ing and of construction action. 








(Continued from page 71) 

The circle cut-out is held in position by means of 
light lattice strips painted black. 

This design would make a fine setting for the dis- 
play of riding boots and puttees. Accessory decora- 
tions of a riding crop, saddle and stirrups would add 
to the effectiveness of the display. 

By simply changing the color scheme of this set- 
ting and the introduction of a different subject in 


the center, such as a good card bearing a message 
concerning the goods on display, makes it an ideal 
setting for general use. 

This design gives plenty of display space for the 
merchandise which may be arranged in mass or unit 
effect to suit your individual methods of display. 

All of the designs illustrated are of such nature that 
they may be used in practically any size window by 
simply making the various pieces in proportion. 











Final Census Figures on Shoemaking 


The Ten States in the Lead and Comparisons of 1919 and 1914 


WASHINGTON—Indicative of the growth in the out- 
put of boots, shoes and slippers are figures of the 
Bureau of the Census, which show that for the year 
1919 the production in 1450 establishments totaled 
330,644,202 pairs, as compared with the output in 
1355 establishments in 1914, which amounted to 292,- 
666,468 pairs of boots and shoes. 


The boot and shoe production for 1919 was 274,- 
861,724 pairs, of which 95,036,384 were men’s; 26,503,- 
432 boys’ and youths’; 104,783,205 women’s, and 48,- 
538,703 misses’ and children’s. The total output of 
slippers was 8,566,321, of which 3,202,086 were men’s, 
boys’ and youths’, and 5,264,235 women’s, misses’ and 

(Continued on page 82) 


KEEP THIS CHART OF PRODUCTION 


Table 41 
Num- 


ber of -————Boots and Shoes (Number and Pairs) ————, en’ 8, 
Boys’ and 
Youths’ 


330,644,202 274,861,724 95,036,384 26,503,432 
292,666,468 1250,165,497 98,031,144 westate 


Estab- Total 
Number 
of Pairs Total Men’s 


116,944,018 102'389,856 39,610,259 
115,224, = 98,009,176 44,750,716 
62,246,3 42,735,998 14,266,093 
38,798, 158 29,108,742 9,923,488 
22'700,694 21,873,826 10,586,597 
24°659,886 11,048,926 
23,617,362 
22;184,502 17,717,591 
26,362,397 25,457,052 
0,868 20,444,240 


10,4 


10, 145, 573 
7,370,553 
2°678,541 
& iz, 974 3,738,459 596, 830 
All other 


Slippers Ofemper and Pairs) 
omen’s, 
—~ a Bove: Misses’ All 
nd and and Other 
Women’s Children’s Total Youths’ Children’s Pairs 
104,783,205 48,538,703 8,566,321 3,302,086 5,264,235 47,216,157 
80,916,239 48,322,395 17,733,689 3,666,972 224,767,282 
45,251,383 12,010,815 5,620,573 2,364,668 3,255,905 8,933,589 
32,295,781 12,644,427 11,799,5 5,415,675 
14,267,275 18,553,299 
12,021,725 
4,491,754 
3,773,648 
3,869,766 
3,672,662 
10,256,064 
6,758,611 
12,157,284 
662,456 
(3) 


(3) 
51,266 


(3) (3) (3) 
611,980 2,525,211 196,842 17,882 178,960 7,673 


states .... 15,666,150 13,164,554 5,341,481 1,437,332 4,118,438 . 2,267,370 671,840 447,108 224,732 2,079,430 
159 14,459,954 13,184,062 6,340,771 1,762,722 3,596,460 1,484,119 1,301,386 248,236 1,463,123 3,300,507 


1 Exclusive of 2,351,106 pairs of fiber shoes included with “all other pairs.’’ 
? Includes 2,351, 106 pairs of fiber shoes not segregated as to kind and 15, 476,763 pairs of infants’ shoes and slippers. 
(3) Included with “all other states” to avoid disclosure of individual operations. 
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That is the slogan that has 
given the Progressive Organiza- 
tion the incentive to make Pro- 
gressive Finishers better. 


From the selection of the raw 
materials, throughout the vari- 
ous operations, up to the assem- 
bling of the finished product, 
and even on into the service 
rendered the purchaser, there is 
put into the building of Pro- 
gressive Products a quality that 
is not likely to be equaled by 
equipment of other manufac- 
ture. 


All this gives Progressive 
Finishers those very character- 
istics that are so necessary in a 
machine operated in a retail 
shoe store. 


Smooth-running and noiseless 
parts, efficient removal of all 
dust, an appearance that fits 
into the attractiveness of the 
store—you will find in Progres- 
sive Machines many distinctive 
advantages. 


The No. 18 Catalog describes 
our entire line of equipment. 
There’s a copy of this book 
waiting only for your post card 
saying, “I’m interested.” 


i: at im 


Progressive Shoe Machinery Co. 
Minneapolis, Minn., U. S. A. 

















Sell Your Customers | 


Foot Comfort 


P & V Shoe Powder relieves per- 
spiration and makes the feet com- 
fortable, in addition to preserving 
the leather and life of the shoes. 


During the summer you have many 
requests come into your store for 
something that will relieve tired, 
perspiring and aching feet. You 
can fill that demand with P & V 
Shoe Powder. 


Two dozen 25c sellers packed in an 
attractive Display Stand, with 
which we include advertising ma- 
terial, cost you $3.50. Order from 
your jobber, or write direct to 


Pfister & Vogel Leather Co. 


Milwaukee Wisconsin 
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The art of making people 
want to buy lies in making 
your store windows just a 
little more attractive than 
your next door neighbor’s. 


Crystal Fixtures—adjustable, 
interchangeable, beautiful in 
themselves—add that some- 
thing to your display which 
entices the customer into your 
store to examine your mer- 
chandise. 


* What more can you ask? 


Our catalog of latest fix- 
tures sent on request. 


Crystal Fixture Company 


Sole Manufacturers 
Monadnock Block 
CHICAGO ILL. 






































in your windows 


They are aS necessary 
as salesmen in your store. 


They not only create sales 
but reflect the spirit of the 
season as well as the per~ 
sonality and character of 
your store. ~CAll_ the more 
reason for using Standard 
Ryalsty” Show Cards. 








\ 
Standard SoOY Cand Service 


Standard Bldg. ~ Rogers Park. 
Chicago, Illinois USA 
\s 


This coupon will bring’ you 
free sample show cards 
and full information 
on how to obtain ar x 

Z ~~ o 6° & ro 
them on Our 7 oe ot he a 
Monthly “oe “er roe 
Service ot 
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100% Selling Windows 


are those in which the merchandise displayed 
presents its selling points most convincingly. 
Appropriate selection and use of Artificial 
Flowers will enhance any display and provides 
the most practical medium for increasing sales. 





Write Products 
for our that 
catalogue combine 
“The Guide Originality, 
to Better Quality Perfection 


Window Displays” and Economy 


THE ADLER-JONES CO. 
Artificial Flowers and Decoratives 
206 SO. WABASH AVE. 


CHICAGO 

















REPCO—+the enamel 


Repco is a popular, easy-selling brand 
of heel and edge enamel. 


Your customers like it because 


It is easily applied—a brush with 
every bottle. 


It clings evenly to the surface—it 
does not rub off. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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children’s. The total under the classification of “all 
other pairs” was 47,216,157. The production of boots 
and shoes in 1914 was 250,165,497, which excludes 
2,351,106 pairs of fiber shoes included with “all other 
pairs.” Production by pairs was as follows: Men’s, 
98,031,144; boys’ and youths’, 22,895,719; women’s, 
80,916,239; misses’ and children’s, 48,322,395. The 
total production of slippers was 17,733,689, divided as 
follows: Men’s, boys’ and youths’, 3,666,972, and 
women’s, misses’ and children’s, 14,066,717. The total 
under the classification of “all other pairs” was 24,- 
767,282, which included the 2,351,106 pairs of fiber 
shoes not segregated as to kind, and 15,476,763 pairs 
of infants’ shoes and slippers. In 1919 Massachu- 
setts produced 35.1 per cent of the total production 
of boots, shoes and slippers, its output in 492 estab- 
lishments having been 116,944,018. In 1914 this State 
produced 39.9 per cent of the total, its output in that 
year, covering 464 establishments, having been 115,- 
224,383. 








NEW SHOE STORES 


Smith Brothers, 418 Market St., Sunbury, Pa. 
Webb Shoe Shop, 915 Hamilton St., Allentown, Pa. 
Vogue Bootery, 186 Genesee St., Utica, N. Y. 
Solomon Bros., 814 Franklin St., Tampa, Fla. 
William O’Connor and Ray Mack, First National 
Bank Bldg., Hibbing, Minn. Will open Aug. 1. 
Klem Shoe Store, 1615 Myrtle Ave., Ridgewood, N. Y. 
Morris Shuman, 16 Tremont*St., Boston, Mass. 
Akins Booterie, 418 South Main St., Tulsa, Okla. 
The Newkirk-Offutt Company, 703 Houston St., 
Fort Worth, Tex. 


your patrons demand 





It keeps their shoes looking trim 
and new and stylish. 

Repco is made in all the fashionable 
shades: white, ivory, light gray, dark 
gray, champagne and Havana brown. 
For sale by shoe findings jobbers. 
Make sure of a prompt delivery: or- 
der some Repco today. 
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THOROUGH CONSTRUCTION AND 


Prone NO. 40 EXEMPLIFIES THE 
QUALITY OF THE JUVENILE LINE. 


This shoe is constructed of genuine calfskin 
and top grade kid with Oak Soles and all 
leather innersoles, counters and heels. ‘Red- 
line-in” lining and Genuine Goodyear stitched. 


BLACK KID, MAHOGANY CALF, BLACK 
CALF. 


BlY2-11' Spring Heel . 
5-8 Spring Heel .. 
2-5 Spring Heel 


Distributed Under the Following Brands. 
Kewpie Twins Little Wizard 
Punch & Judy Kute Kix 
Little Jack Horner Play House 
Fairy Tale Juvenile 


Sold by our Distributors at Factory Prices. 


Write or Wire for Nearest Shipping Point. 


Factories 


CARTHAGE, MISSOURI 
BELOIT, WISCONSIN 
AURORA, MISSOURI 


“The Quality Is Higher Than the Price” 
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CLEARANCE SALES THE RULE 


Have Proved a Real Stimulus, Par- 
ticularly in Sales of Men’s Footwear 


This is the season of the semi-an- 
nual clearance sale and business has 
been stimulated to an appreciable ex- 
tent by the general offering of foot- 
wear atgmoderate. reductions. One of 
the mosé, significant features of the 
clearance sale season this summer is 
that it has brought the men into the 
market to a greater extent than at 
any time this year. The men ap- 
parently have been laying back wait- 
ing for a favorable opportunity to re- 
place or replenish boot and shoe 
stocks at discounts, and the first ap- 
pearance of “sale” signs in windows 
or advertisements in the newspapers 
resulted in a fairly healthy demand 
for merchandise for men. 


Other Business Spotty 


The call for ladies’, misses’ and 
children’s shoes continues fair, but 
trade is rather spotty, which is noth- 
ing unusual at this time of the year. 
There has been but little relief from 
an extremely torrid spell that set in 
early in June and continued unabated 
until last week, when the weather be- 
came cooler, but only in a relative 
sense. Hot temperatures followed and 
another hot wave has been on all this 
week. Considering these conditions, 
business is characterized as being sat- 
isfactory. No one expects trade to be 
brisk in the middle of summer, so 
that the immediate condition is to be 
regarded as just a little bit better 
than merely satisfactory. 


‘Merchants Optimistic As to Fall 


The attitude of Milwaukee boot and 
shoe dealers toward stocking up for 
fall and winter is much more optimis- 
tic than it was at the time when ordi- 
narily dealers were planning spring 
stocks for 1921. A year ago at this 
time orders for future delivery were 
fairly free, although even then the 
trade was beginning to sense the 
rapid approach of a depression. It 
would hardly be fair to draw compari- 
sons of new business placed with fac- 
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tories now and a year ago, but in 
many instances it is equal if not 
larger, for prospects for the coming 
fall season are unquestionably bet- 
ter than they were a year ago. 


Production Increases Noted 


Boot and shoe manufacturers in 
Milwaukee and vicinity are again in 
a free swing of operations, follow- 
ing the usual mid-year interruption. 
Working forces as July comes to a 
close are slightly larger than before 
July 1, and more people are being 
added right along to accommodate the 
steadily increasing volume of fall or- 
ders. The healthy state of employ- 
ment in the shoe and leather indus- 
tries continues to be the subject of 
favorable comment in official and un- 
official circles, as these trades are 
making perhaps better progress than 
other industries. This is a good in- 
dex on the favorable situation now 
existing in the boot and shoe industry. 


Merchants Have First Annual Outing 


A day of great enjoyment was Sun- 
day, July 17, for members of the 
Milwaukee Retail Shoe Dealers’ As- 
sociation, their families and em- 
ployees. It was the occasion of the 
first annual outing, which was held 
at Hilgen Spring Park at Cedarburg, 
Wis. Chairman John Geisinger of 
the arrangements committee mapped 
out a program that kept everyone 
busy from the time of arrival at 
10.30 a.m., until supper was served at 
6 p.m. There were games, contests 
and other events for the babies as 
well as children and grown-ups. One 
of the features was a ball game be- 
tween the North and the South Side 
clerks, which ended in a draw be- 
cause the umpire and the scorekeep- 
ers could not agree as to the winner 
and declared both teams victors, thus 
showing rare discrimination and ut- 
ter impartiality. President Otto Hen- 
sen worked hard to make the picnic 
a success and members of the asso- 
ciation and their employees are not 
definitely and insistently committed 
to the idea of an annual outing. 
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Chippewa Travelers Entertained 


The Chippewa Shoe Mfg. Co. of 
Chippewa Falls, Wis., entertained its 
entire staff of travelers at a sales 
conference and banquet at the factory 
last week, at the close of which its 
emissaries departed for the four c 
ners of the United States with 
vim and vigor for booking a large 
volume of fall business. Expressions 
made during the conference and at 
the banquet by the salesmen indicated 
greater concern over the ability of the 
factory to make deliveries than the 
ability of the travelers to book busi- 
ness; The Chippewa factory, accord- 
ing to Sales Manager J. M. Sprague, 
is operating at full capacity and turn- 
ing out 1200 to 1300 pairs a day, and 
unfilled orders at this time are larger 
than a year and two years ago. The 
product consists of high grade work 
shoes, with a specialty line of sport 
shoes. The company’s mail order busi- 
ness has been developed to the point 
where it occupies about 25 per cent 
of the entire output. 


Shoe Repairers Also Have Outing 


While Milwaukee shoe dealers were 
enjoying themselves at the first an- 
nual outing of the local association 
on Sunday, July 17, the United Shoe 
Repairers’ Association of Wisconsin 
was doing likewise at Tippecanoe 
Park, near Milwaukee. The affair 
was arranged by Chairman A. Blech- 
inger and O. Opitz, F. Perrine and 
M. Orescovic. Speakers included F. L. 
Lemley, president of the association; 
C. Trieschmann, president of the Wis- 
consin Leather and Findings Associa- 
tion; Norman B. Schaeffer, president 
of the Illinois association, and others. 
The association served refreshments 
free to all members and their families 
and employees. 


Milwaukee Has 199 Retail Shoe Stores 


According to a census recently 
taken by experts of the service de- 
partment of The Milwaukee Journal, 
there are exactly 199 retail shoe deal- 
ers in the city of Milwaukee. 






















[ Where to Buy 


IL _ Women’s Shoes | 











Westcott Whitmore Co., Syracuse, N. Y. 





BOUDOIRS AND BALLETS IN STOCK 
Fine Chevrita Kid es 


Turned “Bock 
& 


Bench Sewed Turn hs Aye $1 .60. 
Same in eon 11% to 2. -$1.50. 3% 10 days. 
SALEM SHOE CO., Salem. New Hamnshire 











COLLINS & STAPLES 
Makers of 
Hand Turned Low Cuts 


fm - 


Factory 
118 Phoents. Row 
Haverhill, Mass. 
183 Essex 8t., Boston 


pecccecctccce 806 sss 
BLEECKER STYLES 


Are the last word in footwear 
for stylish women 


BOUDOIRS 
nec, ee 
Fine kid Boudoir 
slippers for imme- 


diate delivery, made of best material obtain- 
able in Black, Red, Pink, Blue and Tan. 
Order sizes or case lots. Prices, Black $1.30, 
colors $1.50. Terms 5% 10 days, net 30, 

















SILVER SHOE CoO., Haverhill, Mass. 





ire 


eco 





in Medium and? “/f 
IGH GRADE s" 


all syles made of Dome 


Imported Satin Brocadevand Metal Cloth 
$220 per pairandup 


west M GUSTIN C 





NEW YORK 








INFORMATION =: 


“Where to Buy” 
source of knowledge so that he who : 


constitutes a: 


runs through these pages may send 3 
—and learn. : 
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Milwaukee Man in Charge of “Ad” 
Club Convention 


Norman L. MacLean of the Klau- 
Van Pietersom-Dunlap, Inc., advertis- 
ing agency, Milwaukee, has been ap- 
pointed chairman of the executive 
board of the Advertising Council of 
the Milwaukee Association of Com- 
merce, in complete charge of all ar- 
rangements for the annual convention 
of the Associated Ad Clubs of the 
World, to be held in Milwaukee in 
June, 1922. This is to be made one 
of the largest and most influential 
conventions ever held in the Wiscon- 
sin metropolis, which is famous the 
world over as “The Convention Capi- 
tal of America.” The ad men of the 
city recognize the tremendous value 
of the meeting as an advertisement of 
the community and as a consequence 
are making especially elaborate plans 
for its entertainment. 


Favor Tax on General Turnover 


A sales tax based on the general 
turnover, as a substitute for the pres- 
ent excess profits tax, is favored by 
the board of directors of the Mil- 
waukee Association of Commerce. An 
affirmative reply has been ordered 
sent to the Chamber of Commerce 
of the United States upon referendum 
No. 36. The Milwaukee association 
voted in favor of the repeal of the 
excess profits tax in a previous ref- 
erendum, known as No. 34. 


New Law Governs Salary Payments 


The Wisconsin Legislature, which 
closed its biennial session at Madi- 
son during the week, enacted an im- 
portant amendment to the old law re- 
quiring all employers to pay wages 
at least twice a month. The amend- 
ment specifies that wage payments 
shall be made as often as on the 
fifteenth and on the last day of each 
month, and such payment shall be 
for wages earned to a day not more 
than sixteen days prior to the date 
of such payment. When the fifteenth 
or last day of the month falls on 
Sunday or a holiday, the law now re- 
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quires payments to be made on the 
previous business day. 


Department Store to Open at 
Green Bay 


The Brandenburg-Mathys Co., Inc., 
Green Bay, Wis., has been organized 
by Nicholas Brandenburg and H. H. 
Mathys to conduct a department store 
having a boot and shoe section, at 
1237-1239 Main Street in the same 
city. Both principals are department 
store managers of long experience. 
The building is now being remodeled 
and will be ready for formal opening 
about Sept. 1. 


Shoe Company Increasing Production 


The six-story brick building at 86- 
88 West Water Street in Milwaukee, 
for many years occupied by the Wal- 
lace & Smith Co., manufacturing sad- 
dlery, harness, etc., has been taken 
over in part by the Ebner, James & 
Buntrock Shoe Co., a new but rapidly 
growing manufacturer of children’s 
welt and stitchdown footwear. The 
lease embraces about 17,500 square 
feet and makes possible a daily out- 
put of 1200 pairs. 


New Boot Shop in Sheboygan 


Henry H. Schild, who opened a new 
boot shop at 1030 Michigan Avenue 
in Sheboygan, Wis., on July 9, is fea- 
turing the products of the Albert H. 
Weinbrenner Co., Milwaukee, in addi- 
tion to carrying a complete line of 
general merchandise for men, women 
and children. Mr. Schild was born 
and raised in Sheboygan and for 
twenty-five years was connected with 
tanners and leather manufacturers at 
Sheboygan and Holland, Mich. 


Department Store Adds Two Stories 


The H. C. Prange Co., Sheboygan, 
Wis., operating one of the largest de- 
partment stores in Wisconsin, is add- 
ing two full stories to its building, 
making it six stories in height, with 
an additional floor in the basement. 


Des Moines 


BIG SUMMER SALES START 


Semi-Annual Clearances Make Strong 
Beginning 


The past week has seen the begin- 
ning of one of the heaviest broad- 
sides of advertising ever seen in Des 
Moines for this kind of a sale. Every 
downtown store has gotten into line 
and all are offering entire stocks at 
greatly reduced prices and the public 
appreciates the offer. Frank Jaques, 
floor manager of the Elwell-Field 
Shoe Company, said: “The people of 
Des Moines have never responded to 
a summer clearance as they are do- 
ing this year. Local people seem to 
realize that we have done everything 


possible to give them the shoes they 
want at prices which they can afford 
to pay and a great many packages 
are being taken home with the inten- 
tion of using a different pair for vari- 
ous occasions where before one pair 
had sufficed for all uses. This sale 
is looked forward to by a great many 
persons each year and it is these peo- 
ple who are doing the greatest amount 
of buying at this time.” 

After visiting all the stores, one 
can easily see that this sale is one 
of the most successful that have been 
put on during the current year. Every 
merchant is proclaiming an unpre- 
cedented business in this year’s mid- 
summer clearance sale. The reduc- 
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tions in some stores are greater than 
in others but in the majority, the 
prices have been placed at the low- 
est point in order to make the stock 
move. The idea of the shoe men now 
is to clear their shelves for new fall 
merchandise. The results, so far, have 
been gratifying to everyone. 


Some of the Offerings 


Younker Brothers shoe department 
are selling all their patent and kid 
pumps, as well as their suede and 
satin pumps at a top price of $7.85, 
while two other big lots that are go- 
ing very fast are marked at $2.95 and 
$5.45. 

Heggens Shoery, 313 Seventh 
Street, are selling women’s shoes in 
three popular lots at $3.85, $5.85 and 
$6.85, with a table filled with fine 
quality shoes, but in broken sizes, at 
$2.95. 

Brunk’s Bootery at 502 Walnut 
Street are offering their entire wo- 
men’s stock at three prices, $6.85, 
$7.85 and $8.85. 


Country Business Prospects Brighten 


In the small cities scattered through 
the State of Iowa, prospects seem to 
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be brightening considerably for a good 
fall business. Small orders are being 
received from the merchants for their 
staple shoes for fall and winter. Very 
few novelties have been ordered so 
far, but if crop conditions keep get- 
ting better, large orders may be ex- 
pected in novelty shoes for fall and 
spring wear. 


Mail Order Business Good 


The local stores during the past 
week have seen a decided increase in 
their mail order business. Most farm- 
ers near the city and also those at 
greater distances come to Des Moines 
several times a year and, after buy- 
ing a pair of shoes, leave their name. 
and address at the store at which 
time their size, foot peculiarities and 
taste is also written down and filed 
for future reference. When the sales 
are advertised in the Des Moines 
newspapers, the farmers may be har- 
vesting their grain or be otherwise 
occupied so they write in what they 
want and the shoes are sent to them. 
Much regular business is also con- 
ducted in this manner at all times 
during the year. This business is 
a very profitable source of income to 
our city merchants. 


Spokane, Wash. 


WHITES STILL SELLING 


Northwest Did Not Get Warm Weath- 
er Until After July 4 


The first really warm weather in 
Spokane following July 4 brought a 
rush for white footwear in the wo- 
men’s department and the belated de- 
mand for shoes of this class has al- 
most completely replaced the many 
sales of sport oxfords which were 
sold in two-tone varieties. Black and 
white, and brown and white combina- 
tions were the early season favorites. 

White oxfords are selling at a rate 
of about five pairs to one over the 
white strap models. A thrifty busi- 
ness in summer wear is reported gen- 
erally in the city. 

Fewer and fewer calls for the 
Louis heel are heard by retail mer- 
chants and if trade continues along 
that line in the future there will be 
no need for the Washington State Leg- 
islature to pass a law forbidding the 
Louis heel as was attempted last fall 
at Olympia. The bill was lost in 
committee. 

It is beginning to look as though 
Spokane merchants are going to buy 
very few high shoes for the fall sea- 
son. In fact, one man states he will 
buy none at all. Practically all or- 
ders now gone East are for low shoes 
with buyers waiting for the first tip 
from the trade before wiring for high 
models. 


New Shoe Store Opens 
Among the many new shoe stores 


is a branch opened up last month by 
the Economy Shoe Company, a cor- 
poration controlled by the owners of 
the Bootery. The new establishment 
is at 431 Main Avenue and will cater 
to the popular priced trade. The prin- 
cipal stockholders are Harry Porte- 
guese, William Lippett, M. S. Lippett 
and F. S. Chambers. 


To Open “Shoetarium” 


“The Shoetarium,” a new combina- 
tion retail men’s shoe store and re- 
pair shop, will be opened about Au- 
gust 1 at North 11 Washington Street, 
Spokane, by W. H. Kronenberg and 
associates, present proprietor of the 
Shoe Hospital, an establishment of 
similar nature. The Beacon shoe will 
be carried exclusively in the stock 
which Mr. Kronenberg purchased on 
a trip to Manchester, N. H., recent- 
ly. The store room will be one of 
the neatest on the Pacific Coast and 
many new ideas gathered at many 
Eastern centers will be incorporated 
in the plans. Telephone booths, 
women’s waiting room for the repair 
shop, and many conveniences for the 
trade are planned. J. H. Fetz is to 
manage the new branch and O. E. 
Flory is interested in the company. 


Another Store Planned by H. & E. 
Company 


A third retail shoe store for the 
H. & E. Company of Spokane will 
be opened at 506 Riverside avenue 
about August 15 under the name of 
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WOMEN’S McKAY 
Slippers and Boots 


of Character 
HARRISON-LOCKWOOD CO. 
Factory, Haverhill, Mass. 
Boston, 108 Lincoln Street 














Lower Priced 
than the Best, 
Better Quality 
than the Rest ! 
send for Cat:logue 


MAID-RITE FELT SLIPPER CO., Inc. 
163-169 Livingston St., Brooklyn, N. Y. 














E. A. & M. C. Witherell Co. 
Manufacturers 


Women’s Turn 
Boots and Slippers 


Fac’ 
Haverhill. 


Boston Office 
207 Essex St. Reoom211 








FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 





for the wholesale trade 








Makers of Hand Turn Novelties 
In All Leathers and Satins and 
On All the Latest Lasts. 

Inquiries Promptly An- 
swered, 
Samples on Request. 
Felstiner-O’Connell 
Shoe Co., Ine, 
41 Washington St. 
Haverhill, Mass. 
Porter Office 7 Essex St.. Room 205 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass, 
Boston Office 
207 Eesex Street - ( 


9 
Boys’. Shoes 
A “‘Standard’’ Shoe for Boys. Two 
full double soles, high grade oak 
leather. 
Uprer—Elk or _ grain leather 
xock; will wear like iron, Will 
not rip—three rows of stitch- 


ing—back siay. Full vamp 
under toe cap. Rubber heels. 


Georgetown Standard Shee 
., Inc. 
Georgetown Mass. 
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Howard & Foster Co. 
Men’s and Women’s Welts 


Address all Communications to the 
factory at 


Brockton, Mass. 








aatHiarding Shoe Co., Inc.a- 


Makers af Women’s Turn Shoes Specializing 
High Grade Novelties 


NEW YORK BOSTON 

D. F, Mellen 139 Lincoln St. 
Bernard L. Durgin 

Factory 


mms Haverhill, Mass. ques 





WOMEN’S FINE TURNS and NOVELTIES 


We are now situated in our big, new factory, and 
production is “hitting on high.”’ The high-qual- 
ity standard will be better maintained than ever 


before. 
TESSIER & BOWDOIN 


172 Washington St., Haverhill, Mass. 
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HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AN D RUBBERS 


Every Wednesday and Friday 
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Hill Brothers. The recent amalgama- 
tion of the Eggerts’ store with Hill 
Brothers, followed by a policy of con- 
ducting three establishments—one for 
popular priced men’s wear; a popu- 
lar priced store for family footwear, 
and the new store for high grade 
men’s and women’s shoes, will give 
the H. & E. corporation a wide range 
of appeal in the Falls City. The 
branch to be opened next month will 
handle Hannan, Stacy-Adams and 
Pinkas & Tobias footwear. The space 
obtained in the Fernwell building 
provides ample room for a first class 
showroom and the new concern will 
make a heavy investment in stock 
and fixtures. Jake Hill, one of the 
managers, and D. A. Marsh, buyer, 
recently returned from the Eastern 
markets where they selected the new 
stock and picked up ideas of ar- 
rangements and improvements in store 
planning. Other members of the cor- 
poration are Lloyd Hill, Otto Eggert 
and F. P. Shockley. 


To Discontinue Men’s Business 


A change in policy of the Kane- 
Stitz Shoe Company, formerly the 
Eyller Shoe Company, was announced 
early in July whereby the men’s de- 
partment will be closed out entirely 
as soon as possible, and women’s and 
children’s shoes will be sold exclusive- 
ly beginning September 1. The stock 
of Stratford men’s shoes was put on 
sale at $5.50 a pair or two pairs for 


$10,. accompanied by a half-page ad- - 


vertising campaign in the afternoon 
newspaper. “We have only about one- 
third of the men’s stock left,” stated 
H. J. Kane after the first week of 
the sale. “The demand has been far 
beyond our expectations and our clos- 
ing out will be an enormous success.” 
The new policy came as a solution 
for the need of more space and the 
growing tendency in Spokane to spe- 
cialize in footwear. We will install 
new fixtures, featuring a children’s 
department with special salesmen to 
care for their trade. Our fall wo- 
men’s stock will be from E. P. Reed, 
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Fochester; George W. Baker, Brook- 
lyn, and Johnson Brothers. 


H. E. Hagan Visits Spokane 

Members of the Spokane Shoe Re- 
tailers’ Association are still discuss- 
ing the trade talk given to,the forty 
members on June 27 by Henry Ha- 
gan, director of the National Shoe 
Retailers’ Association. The necessity 
for a united membership in the na- 
tional organization and an outline of 
the work done and contemplated was 
éxplained by Mr. Hagan. He gave a 
good prophesy on shoe style tenden- 
cies in the future and made a detailed 
report of the convention work done in 
June by the California State Retail- 
ers’ Association. Mr. Hagan visited 
Spokane on his return from that 
meeting. 


LUNN & SWEET 
COMPANY OUTING 
Auburn, Me.—One of the feature 
picnics of the Eastern trade was that 
of the officials and employees of the 
Lunn & Sweet Company of Auburn, 
Maine, on Saturday, July 16, at Ta- 
coma Lake, Maine. This beautiful 
body of water is but a short distance 
from Auburn, and the pageant, con- 
sisting of beautifully decorated floats, 
was considered one of the most at- 
tractive events seen for many years. 
The two-day business conference of 
the firm, its salesmen and executives 
was held on July 18 and 19, and the 
following salesmen started for their 
territories in the retail field July 19: 
Edward Adams, W. F. Barber, C. E. 
Dawley, J. A. Fielding, Joseph E. 
Foley, Emil Goldman, Edward E. 
Hessler, Charles E. Hinds, Alfred 
Kahen, W. H. Legge, H. J. Luck, 
R. T. Bowman, C. W. Carson, N. J. 
McManus, F. C. Mahar, J. G. Mazur, 
L. D. Mazur, O. M. Mennes, E. S. - 
Murray, H. M. Nation, Harry C. New- 
man, M. H. Parsons, J. C. Clark, 
Charles M. Cohen, W. E. Ratcliffe, 
P. A. Sawyer, J. L. Scanlon, J. L. 
Shepherd, G. E. Small, R. E. Smith, 
Gregory E. Stone, Clyde J. Thomason 

and F. A. Whiffen. 


Cleveland 


JULY A BANNER MONTH 


Of Particular Interest Is the Fact 
That Men Bought More Freely 


July clearance sales have made the 
month a banner one for retail shoe 
merchants. Dealers are pushing 
whites and leather shoes with a ven- 
geance in all of their newspaper ad- 
vertising and, judging from the busy 
appearance of every store visited, the 
results are satisfactory and gratify- 
ing. The special sale seems to have a 
stronger appeal this year than it has 
had in the past. 
for it by the statement that economic 
conditions have brought about a 
“bargain desire.” 


Merchants account — 


Several of the dealers report that 
the July clearances have stimulated 
the demand for men’s shoes. Mem- 
bers of the masculine sex have not 
been heavy buyers for some time. In 
fact, their purchases have been be- 
low normal. Now they are making up 
and are going to the bargain counters. 


Men Buying More Freely 


The men are buying more leather 
goods than white. They carry away 
not one pair, but two and sometimes 
three. Not every one -does, of course, 
but more extra pairs of shoes are be- 
ing sold to men than in the past. 

Women, on the other hand, find 
whites and sport models an especial 
attraction. True, they make some se- 
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lections from the large stocks of low 
leather shoes that are on the counters 
for the clearance sales, but 85 per cent 
of the shoes they carry out of the 
front doors are whites. 

Several dealers, notably the May 
Co., report that sales in the basement 
have gone far beyond all previous 
records for corresponding periods in 
the past, not excepting even the boom 
days of the war. The basements in 
those stores where they are operated 
have done considerable to keep up 
sales records for the present year. In 
some of the stores basement sales have 
increased over 1919 and 1920, while 
the first floors or main floors have 
not done so well. 


Better Class People Buying Bargains 


The class of trade in the basement 
has changed greatly in the last six 
months.. A year and two years ago 
buyers in the basement were to a great 
extent men and women who spoke for- 
eign languages. There was a mixture 
also of English speaking people whose 
incomes were. derived from work over 
the lathe in the factory or at the ma- 
chine shop bench, etc. They were eco- 
nomical people, who took advantage of 
high wages and plenty of work, with 
bonuses and commissions and extra 
time, to put every penny they pos- 
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sibly could in the bank. 

But now, basement managers as- 
sert, they find among their customers 
hundreds who in years past have been 
buying on the first floor. Wives of 
professional men, such as lawyers, 
doctors, engineers and architects, now 
visit the underground department, and 
take delight in the bargains that are 
to be found. ; 


Among the clearance sales that 
“went big” was that of the Higbee 
Co., where the entire stock of women’s 
summer shoes have been put on the 
market at greatly reduced prices. 
There were 5650 pairs of slippers and 
oxfords for sport or semi-dress wear; 
also all white sport oxfords and strap 
pumps in combination colors—tan and 
white, black and white and various 
others. The shoes were sold at from 
one-fourth to one-third less than the 
prices that prevailed at the start of 
the season. The Pocock-Wolfram Co. 
lumped a big lot of summer shoes and 
placed them on the. market for $4.75. 
The experiment brought a good vol- 
ume of business. The Stearn Co. is 
another store that threw a big lot of 
summer shoes on the market at con- 
siderably lower prices. ‘The selections 
are large and the range of sizes espe- 
cially good. 


Akron 


FOOTWEAR PRICES ARE CUT 


Prices Range from $4 to $10 for Sum- 
mer Shoes 


The hottest spell which has swept 
over Akron in many years started 
the first part of the month and has 
continued ever since. Most mer- 
chants report that it has had a good 
effect on the sales of summer foot- 
wear, especially whites. However, 
the merchandise has not been moving 
much faster than usual, in spite of the 
fact that re-hiring on a small scale 
continues in the larger factories. The 
great number of sales produced keen 
competition. 

Petot’s store is running its semi- 
annual sale “to get rid of all the 
present stock before Aug. 1.” Prices 
are $4.95 and $5.95. The Wagoner & 
Marsh ladies’ store is featuring all 
kinds of whites, sports and low cuts— 
pumps going at $4.95, oxfords at 
$5.95, suede straps in various tones at 
$6.95, and white combinations at 
$7.95. The men’s store is also run- 
ning a clearance sale. Summer foot- 
wear is cut about 20 per cent, the 
prices ranging from $4 to $10. 

Weil’s store is offering ladies’ sport 
shoes at $5 and 6. Walkover’s are 
trying to clean up all broken lines, 
and are giving some wonderful bar- 
gains at $1.95 to $6.95. Shumaker’s 


white sale presents $7 to $10 values 
for $5.95 to $7.95. 

Lloyd’s store has a large job lot 
of summer shoes valued as high as 
$9 which are going like hot cakes at 


$1 a pair. Nobil’s store is celebrat- 
ing its nineteenth anniversary by sell- 
ing ladies’ oxfords and pumps at $2. 
The S. & S. Shoe Co. hit upon a novel 
method of drawing customers during 
canning season. They offered to sell 
five pounds of granulated sugar at one 
cent a pound with every shoe purchase 
over $2.50. The sale featured ladies’ 
summer wear at $3.85 to $5.85 and 
men’s at $4.85 to $6.85. 


“Mail Early and Often” 

Backed by the local Retail Mer- 
chants’ Association a “mail early and 
often” campaign has been inaugurated 
by the post office department. Shoe 
houses which have a mailing list and 
send out regular circulars are aiding 
by getting out their mail in the morn- 
ing. 


Rubbers for Baby Louis Heels 

“We will have a rubber to fit the 
Baby Louis heel next winter,” an- 
nounces J. A. Rishel of the B. F. Good- 
rich Co. However, Mr. Rishel adds 
that he does not look for a great de- 
mand for this style of rubber by the 
time rubbers are being called for, 
figuring that it is only a novelty of 
the summer. 


Fall buying Is On 
Throughout the remainder of the 
month the plan of all merchants is to 
clear their shelves of as much sum- 
mer stock as possible in order to have 
a place for the early fall shipments. 
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BETTER SHOES 
BETTER SERVICE 
Rocker Bottom Wooden 

Sole Footwear 

SHOES, 6 to 14 Inches 
BOOTS, 14 to 20 Inches 
Send for Catalog and 
Prices X 
REECE SHOE COMPANY 
Columbus, Nebraska, U. S. A. 




















THE 
CO-OPERATIVE SHOE 


FOR MEN 
Carried in stock at 11 South Street, 
Boston. 


Brockton Co-operative Boot & Shoe 


o. 
Factory—Brockton, Mass. 








Stock Dept. 5 £2 


Is at Your Service a" 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 
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Cincinnati 


WHITES BEING CLEARED OUT 


Price Concessions Almost 
Unnecessary 


The local retail merchants continue 
to do a steady business in seasonable 
footwear. Beginning with the first of 
the month virtually all of the stores 
here began the process of cleaning 
out their already limited stocks of 
white shoes and sport shoes. The 
clearance sales have lent a decided 
impetus to buying, though the offer- 
ings have been somewhat limited in 
their nature. 

Some of the better grades of season- 
able sport shoes, especially in ladies’ 
lines, are not being offered at very 
greatly reduced prices. The volume 
business has been noticeably in the 
cheaper and medium grades. 

The larger downtown merchants 
find that their stocks are in such 
splendid shape that they are not hav- 
ing to make very great price conces- 
sions, and in many cases only a few 
odds and ends offered at sale prices 
constitute their clearance sale activi- 
ties. ; 

According to one of the local mer- 
chants there has been a tendency for 
several years toward the more gen- 
eral wear of seasonable shoes, as for 
instance, white shoes during the sum- 
mer months. And this merchant has 
expressed the opinion that during the 
current season the highest point yet 
reached as to volume will be recorded. 
An unusually large number of vaca- 
tioners seem to be preparing their 
wardrobes for their annual trips, and 
as a result of the torrid weather of 
last month giving fair warning that 
all would experience one of the hottest 
summers for many years, white shoes 
are figuring more prominently than 
ever in these preparations. 


Shoe Factories Busy 


A condition which probably exists in 
other markets as well as in this, but 
which is at least peculiar to the shoe 
industry, is that orders for fall have 
been booked at the local factories in 
sufficient volume to assure a steady 
operation throughout the summer 
months. (There is usually a week or 
two of idleness during July.) Hence, 
when contrasted with the widespread 
inactivity in various other industries, 
the healthy condition of the local 
shoe industry is even more signifi- 
cant. Orders for fall delivery are 
already in the works, and as usual 
the manufacturers are still having 
their production troubles, probably 
the worst of which is experienced in 
getting a satisfactory volume per 
day through their fitting rooms. 


Shoemen Have Big Outing 
The annual outing of the Cincin- 
nati Shoemen’s Association was held 
at Chester Park Saturday, July 9. 


Besides the many contests that usu- 
ally characterize the day, the most 
interesting feature of the outing was 
the selection from among hundreds 
of girls, and many not young enough 
to be called girls, of one who by the 
gift of nature possessed the smallest 
foot. Jesse McDonald, a well-known 
shoeman, and one of Cincinnati’s 


Councilmen, was the judge of the con- 


test. The name of the Cinderella 
had not been ascertained at the time 
of this writing. Among the other 
features of the day were contests se- 
lecting the most popular retail shoe 
clerk; the most popular shoe workers, 
and the most popular employees of 
jobbing houses. Twenty-five dollars 
was given to the winners of each of 
the contests. The committee in 
charge consisted of Frank Weber, 
Fred Ruehrwein, Otto Kaufman and 
Jesse McDonald. 


Two Stores Combined 


The Royal shoe store on Sixth 
Street, between Walnut and Vine, 
has been combined with the other 
Royal store on upper Vine Street. 
C. C. Daniels, general manager of the 
Royal stores, found it advisable to 
discontinue the Sixth Street store. 
The store at 1211 Vine has done a 
prosperous business under the man- 
agement of A. L. Brelsford during 
the past few years. 


Insurance Gain Reported 

Henry F. Hagemann, secretary and 
treasurer of the Shoe Dealers’ Na- 
tional Underwriters, announced last 
week that for the first five months 
of 1921 they had a gain of 72 per 
cent in the amount of fire insurance 
written, over the record for the corre- 
sponding period of last year. Mr. 
Hagemann stated that this means 
that the retail shoe merchants the 
country over are beginning to realize 
the saving they can make by placing 
their fire insurance with a company 
which operates according to ratings 
based exclusively upon the fire risks 
of retail shoe stores. 

Mr. Hagemann announced last 
week, also, that a meeting of the di- 
rectors of the Ohio Valley Retail Shoe 
Dealers’ Association would be called 
during the week of July 25-30. The 
meeting will take place at Columbus. 
It is the plan of the association for 
the current year to direct its activi- 
ties toward the organization of small 
local associations which will affiliate 
with the Tri-State Association in 
each case. 


GOOD MIDSUMMER BUSINESS 
Plans Being Made for Securing Next 
National Convention After 
Chicago Event 


In order that the unique character 
of this center as a shoe market may 
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be retained, in order that its reputa- 
tion for doing things right even to 
the manufacture of shoes shall be 
protected, the local manufacturers are 
laying plans for the 1922 National 
Convention. Such plans of course, 
deal with the market display. At the 
Milwaukee convention last January 
Cincinnati won the second prize with 
a much less expenditure of actual 
cash than was the case with some of 
the other markets that did not re- 
ceive as much recognition. At the 
next convention, which is to be held 
at Chicago, the Queen City will be 
there with as many bells on as before, 
except that this time she is going to 
make a strong bid for first prize. 
The committee in charge of the mar- 
ket display is comprised of H. N. Lape, 
chairman; Sidney Eisman, F. X. 
O’Brien, J. T. Carlisle, E. K. Wood- 
row, W. T. Dickerson, Myron Wolf, 
John Gregg, John Brown, Robert 
Wise, W. S. McKenzie, Clifford Dut- 
tenhofer, W. S. Muehlenkamp, John 
Duttenhofer, J. Epstein, and L. S. 
Roth. 

Each member of the committee rep- 
resents one of the local manufactur- 
ers. Chairman Lape has already held 
one meeting of the committee. At this 
time each member was requested to 
give some real thought to the ques- 
tion of how elaborate the Cincinnati 
display should be this time, and to 
be ready to give constructive sugges- 
tions at the next meeting. 

The Roth Shoe Manufacturing Co. 
has undergone a slight reorganiza- 
tion. “Bill” Graves, who has been 
with the Roth company for nearly ten 
years has taken the position of sales 
manager. Besides being famous for 
his ability to sell shoes and to make 
friends, “Bill” has made a reputation 
for himself as a last creator, and also 
a style builder. He is the father of 
the famous “B. W.” last. The fact 
that he is assuming the sales man- 
agership of his company, however, 
does not mean that he will lose con- 
tact with the trade which he has been 
calling on for many years. He will 
continue to cover the Middle West and 
Northwestern territory as heretofore. 
J. L. Roth, the son of President L. S. 
Roth, has taken on the duties of as- 
sistant sales and advertising man- 
ager. 


Clearance Sales in Order 


The retail branch of the shoe busi- 
ness in this city has been running 
along at the usual gait which pre- 
vails during the dog days of the sum- 
mer. Nothing but clearance sales 
business was of any consequence dur- 
ing the month of July. Sales at those 
stores carrying ladies footwear held 
up well in numbers of pairs for the 
month as compared with the same 
month of last year. White shoes con- 
tinue to be in great demand. The past 
month, however, has been a little quiet 
for those merchants handling men’s 
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Their pairage in many in- 


shoes. 
stances has fallen off as compared 


with a year ago. Since white shoes 
and sport shoes seem to be about the 
only sellers, and since the women us- 
ually are the purchasers of the ma- 
jority of this type of footwear, the 
men’s stores are not being crowded. 
However, where the retailer is of- 
fering odd lots of brown calfs and 
cordovans in brogues and ball strap 
effects at prices which practically 
equal their present day replacement 
value, little trouble is being experi- 
enced in moving the stocks. 


The Popular Leathers 


The local retailers of men’s shoes 
are expressing the opinion that cor- 
dovan will be as popular this fall and 
winter as ever. Some are doubtful 
that it will be sold in as great volume 
made up in brogues as it was last 
winter, but others are confident that 
it will sell well in brogues. Nor- 
wegian calfs and Scotch grains of 
course are still being looked upon with 
considerable favor. These leathers 
have been more popular during the 
past spring months with the younger 
men. Coming in the lighter shades 
of brown, they were not accepted with 
as much enthusiasm as some had an- 
ticipated. It is a rather noticeable 
and interesting characteristic of the 
men in Cincinnati that they will not 
take to the lighter shades of brown 
as the men in some of the eastern 
cities do. The dark mahogany shade 
is still very popular here and is ex- 
pected to continue to be popular for 
fall and winter. 


Co-operative Buying by Merchants 

The co-operative plan of buying in 
order to get the advantages of dis- 
counts as well as improved delivery 
service, has been under discussion 
among a number of Cincinnati’s 
smaller shoe retailers on the out- 
skirts of the city. A tentative or- 
ganization has been formed. It has 
been suggested that a buying agency 
be permanently organized, with a cap- 
italization of $100,000, and that it be 
called the Cincinnati Economy Shoe 
Company. The plan is to have each 
retailer to purchase an equal share 
of the stock in the company. It will 
not be limited to Cincinnati retailers 
alone; retailers in Ohio, Kentucky, 
Indiana and West Virginia will be 
invited to participate. The central 
buying agency will not only buy 
standard commodities usually found 
in shoe stores, such as shoe polishes 
and other findings, but also buy the 
staple lines of footwear handled by 
those retailers who are participants. 
Of course it is not expected that this 
organization would attempt to buy 
those lines of shoes where the ele- 
ment of style is a main factor in their 
selection. Sixteen merchants attended 
the first meeting which was held at 
the Hotel Sinton. The next meeting 
will be held this week. 
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SOFT SOLES 
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Wholesaler In Stock—All 
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COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 


Sheet Rubber Soling 
B. F. CHAMBERLIN 


184 Summer St. 
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Formerly Walpole Shoe Supply Co 
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W.G. DONALD, Vice-Pres. 
F. E. JONES, Treas 


F. E. JONES COMPANY 
covors MAT KID 


95 South Street, Boston 








The One 
Waterproof 
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==Meyer Shoe Thread== 


is used by shoe polishers for sewing on straw hats. 

Any color can be matched up. Be sure and order 

these threads of your jobber or direct from us. 

State just what you want for hand or machine 

send sample of the straw you want 

We will 1 -y all we can for you. Be 

“‘Meyer’’ Thread and take no other. 

the longest and strongest in the world. 
Bicthtabed by the 

John C. Meyer Thread Co. 
Lowell, Mass., Dept XYZ U.S.A. 
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Send for Catalogue 
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Cincinnati News Briefs 


W. A. Julian, president of The 
Julian & Kokenge Company, sailed 
this week for Europe, where he will 
spend the.rest of the summer. Mr. 
Julian had made plans to go to 
Europe during the period of the war 
to assist in some Government mat- 
ters, but circumstances prevented. 
His trip this time, however, is pure- 
ly one of pleasure. 


Milton Adler, vice-president of The 
Julian & Kokenge Company, is spend- 
ing his summer vacation with his fam- 
ily at St. Andrews-by-the-Sea, New 
Brunswick, Conn. He is expected back 
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at his desk the early part of Septem- 
ber. 


H. N. Lape, sales manager of the 
same company, has been in the East 
during the three weeks attending 
style shows and making a thorough 
study of the outlook for fail. 


Henry Hagemann returned this 
week after a trip in the East. 


H. S. Gordon, manager of the chil- 
dren’s department of The Potter Shoe 
Company, has recovered sufficiently 
from his automobile accident in Cleve- 
land a few weeks ago to return to 
his home. 


Haverhill 


HAVERHILL MAKES HIT 


Group Exhibit One of Boston Style 
Show Features 


Unqualified praise was bestowed by 
the visiting trade upon the Haverhill 
section at the Boston Shoe Exposition 
and Style Show last week. The at- 
tractiveness of the Haverhill section, 
the arrangement of the booths, the 
display of up-to-the-minute styles, all 
brought favorable comment, and, 
what is better, a substantial amount 
of orders from visiting buyers. Much 
praise is due to the committee, in- 
cluding Messrs. Langdon, Lewis and 
Rickard, which brought to comple- 
tion the plans adopted by the exhibit- 
ors. There is no doubt that the busi- 
ness brought to Haverhill shoe manu- 
facturers by means of the show will 
have an important effect for the 
future. 

Styles Shown by Exhibitors 


C. K. Fox, Inc., showed an attrac- 
tive line of the “Fox Footery,” with 
the Fox girl and’ Fox trade-mark 
prominently displayed on the runway. 
L. H. Downs and J. J. Berlin had 
charge of the Fox booth. 

Hopkins & Ellis exhibited a smart 
line of women’s fine turns in all the 
newest straps and other patterns and 
on latest lasts. A feature of this ex- 
hibit was the “Sally” Sandal. 
Messrs. C. P. and J. D. Ellis were in 
charge, assisted by H. C. Marxmiler, 
Pacific Coast representative. 

The Rickard Shoe Company and 
Claremont Shoe Company were highly 
praised for their display of women’s 
novelty and sport models in welt and 
turn footwear. The Rickard-Clare- 
mont girl was a strong factor in the 
runway show. Edward M. Rickard 
was in charge, assisted by numerous 
members of the selling staff. 

Collins & Staples’ booth showed 
many novelties in women’s turn foot- 
wear in a great variety of leather 
and fabrics with up-to-date ornamen- 
tations. A. G. Collins and J. L. Sta- 
ples were in charge, assisted by Gene 
Ricker of the selling force. 


Emery & Marshall Company fea- 
tured the “Adelphia” pattern with 
beaded effects and new lasts, which 
attracted much attention to the 
“E. & M.” line of women’s welts and 
turns. F. C. Marshall and C. L. Marks 
of the concern were assisted by sev- 
eral traveling men. 

Ellis-Eddy Company showed French 
sandal effects in beaded patterns. 
Messrs. Ellis and Eddy of the firm 
were in charge, with salesmen assist- 
ants. 

Witherell & Dobbins Company had 
an elaborate display of the “W. & D.” 
line of women’s welts and turns, in 
charge of Phil English, Jr., of the 
concern. 

Hannahsons Shoe Company, spe- 
cializing in women’s white canvas 
footwear, turns and imitation turns, 
featured their in-stock lines. Messrs. 
Abe and Louis Hartman of the firm, 
with L. W. Stockbridge, were in 
charge. 

Welch, Moss & Feehan Company 
had a high-grade line of women’s welt 
footwear in straps and other attrac- 
tive patterns. Vernon H. Moss of the 
firm was in charge. 

Hazen B. Goodrich & Company fea- 
tured women’s fine turns in all leath- 
ers and fabrics, also a very elaborate 
line of men’s high-grade slippers for 
which this concern is famous. F. J. 
Bradley of the firm, assisted by G. W. 
Langdon, W. A. Ramsdell, James Ste- 
vens and F. W. Ford, looked after 
visiting buyers. 

Harrison-Lockwood Company had a 
strong line of patent leather and other 
specialties in women’s footwear with 
straps in perforations and inlays. 

Kimball & Sherman Company 
showed women’s fine turn patterns, 
featuring the “Grapevine” model, 
which has enjoyed a big sale. J. C. 
Kimball and Roger Sherman, Jr., as- 
sisted by salesmen, welcomed visiting 
buyers. 

John H. Cross, Inc., had a line of 
women’s medium-priced turn novel- 
ties in leathers and fabrics. Messrs. 
John Williams and Myron Bagley 
were in charge of the exhibit. 
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Herman E. Lewis, Inc., showed 
women’s fine turns, emphasizing the 
“Fig Leaf” pump as an especially up- 
to-date model. 

F. E. Adams Shoe ‘Company of 
Newburyport, makers of women’s 
high-grade turns, made an attractive 
exhibit of their line in novelty pat- 
terns. 

Le Bosquet-Moore Company had a 
line of women’s turn slippers in satins, 
leather and silver cloth. 

The Outing Shoe Company fea- 
tured a line of women’s felt foot- 
wear, also white satins and sport 
novelties. 


Men’s Shoes at the Show 


The men’s lines were represented 
by the Civilian Shoe Company, show- 
ing a full line of men’s Goodyear 
welts, featuring the “Rite-Easy” foot- 
wear. D. R. Knipe of the firm, as- 
sisted by C. A. Trafton, had charge of 
this exhibit. 

J. H. Winchell & Company had a 
line of men’s welts ranging from the 
heavier street types to up-to-date 
sport models. Paul Whitcomb of the 
concern looked after the exhibit. 

The made-in- Haverhill footwear 
styles shown on the runway elicited 
enthusiasm from the crowded exhi- 
bition hall during every evening of 
the Style Show. 


TAKES ADDITIONAL 
FACTORY SPACE 


The Rickard Shoe Co., manufac- 
turers of women’s high grade welts, 
have added 6000 square feet to their 
factory floor space. An adjoining 
building furnishes the additional room. 
The wood heel and lasting departments 
are removed into the new part. The 
space formerly occupied by these de- 
partments in the main factory will be 
utilized to increase the cutting, stitch- 
ing and making rooms. When the 
added space is in full use the Rickard 
company will increase its daily output 
to 3000 pairss The factory is running 
at full capacity, continuing the con- 
dition which has prevailed during the 
past year. 





Little Idle Factory Space 


Various changes which have been 
brought about by removals and en- 
largements by several Haverhill shoe 
manufacturing concerns have result- 
ed temporarily in some idle factory 
space. There will be very little of 
this, however, after the present month, 
as other concerns are planning to take 
over the places which have been va- 
cated and to occupy them as a means 
of enlarging their outputs. Several 
concerns will find space in available 
buildings. New concerns are plan- 
ning to get under way this summer 
so that in a short time any existing 
slack in Haverhill shoe factory space 
will be taken up completely. 


Shoe Manufacturing Concern Liqui- 
dates 


George B. Leavitt & Co., for more 
than 20 years identified with shoe 
manufacturing in Haverhill, is liqui- 
dating its business and retiring from 
the trade. George B. Leavitt and 
John C. Leary dissolved partnership 
by mutual consent. 


Shoe Firm Moves to Lynn 


E. Bottomley & Co., manufacturers 
of women’s welt shoes, have removed 
their business to Lynn. Operations 
will begin immediately in the new 
plant. 


Resigns from Local Concern 


Adolph N. Goetz, for 15 years as- 
sociated with J: H. Winchell & Co., 
Inc., shoe manufacturers of Haver- 
hill, has resigned as director of that 
company, also as a member of the 
Whitcomb Shoe Co. of Chicago. Mr. 
Goetz will sail for Europe soon where 
he will remain for a considerable 
time on the Continent, returning to 
the United States in September. 


Moving to New Location 


Ernest J. Haseltine & Co., former. 
ly located in one of the Burgess-Lang 
factory buildings, has moved to the 
factory on Hale street, formerly oc- 
cupied by Liberty-Durgin Co. This 
plant is commodious and has a thor- 
oughly modern equipment. 


New York 


BEST BUSINESS OF THE SEASON 
Good Summer Trade in the Big Me- 
tropolis—Sales Are Starting in 
Many of the Stores 


Clearance sales continue the order 
of the day in New York retail circles. 
As yet there has been only a sprinkling 
of fall styles shown, and these have 
aroused but little interest. The cur- 
rent demand, as evidenced at the sales 
now in progress is centered on sports 
shoes, and even those retailers who 
have not entered the sale field are 
reporting a good call for shoes of the 





sports type by both men and women. 
A large part of this trade is coming 
from the local residents, who are pre- 
paring for their vacations. Apparent- 
ly New Yorkers are taking their 
summer holidays later this year than 
they do ordinarily, and this is re- 
flected to some extent in the retail 
field. Along this line sports clothes 
of all kinds are moving in the depart- 
ment stores and specialty shops at a 
much faster rate than at any time this 
summer. 

Local retailers are now doing con- 
siderable fall buying. In men’s shoes 
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one retailer already has received an 
initial shipment of fall oxfords and 
will show them within the next 
month. In the opinion of most retail- 
ers here, there will be little or no 
delay in deliveries this fall, and al- 
though some of the merchants are in- 
clined to foresee a rush of business 
to the manufacturers and a temporary 
shortage of high grade shoes develop- 
ing early in the fall, few of them feel 
that this will become serious. 


Good Outlook for Fall 


As the fall season approaches more 
of the merchants are expressing the 
opinion that the fall business will be 
good, much better than last year and 
even surpassing that of the present 
spring and summer. So far as New 
York is concerned, there is little talk 
of high shoes yet, and except in cor- 
rective footwear, the volume of high 
shoe business is not expected to ex- 
ceed 25 or 30 per cent of the total. 


Sales Have Started 


Two sales last week drew excep- 
tionally large crowds. They were the 
clearance of women’s shoes at Franklin 
Simon & Co. and the regular July sale 
at J. & J. Slater’s. This was the first 
sale conducted by Franklin Simon & 
Co.’s women’s shoe department this 
year. Shoes, some of them imported, 
were reduced from $9.50 up to $16.50, 
to $7. 

At the J. & J. Slater store, a large 
crowd of shoppers responded to an 
ad placed in but one paper, and the 
store presented an extremely busy ap- 
pearance. 


To Enlarge Men’s Shoe Department 

The men’s shoe store at Franklin 
Simon & Co. will be moved to larger 
quarters further back from Fifth 
avenue early in August. The new 
store will be 30 by 100 feet in size, 
compared to the present quarters of 
about 18 by 50 feet. Entrances will 
be had from both 37th and 38th streets 
and through the main store from 
Fifth avenue. The new room will 
more than double the present seating 
capacity. 
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Colors Will Be Popular 


C. E. Hutchinson, manager of this 
store, is pinning his faith to low shoes 
for the coming fall season and is 
playing the lighter colors more 
strongly. He favors Russia calf as 
one of the best bets for the New York 
early fall trade. He is of the opinion 
that grain leathers in full toed mod- 
els, with either wing or straight tips 
will have a good call. He also will 
handle an extensive line of English 
made shoes in brogue models. 


Nemours Sale Still On 


The sale of women’s shoes at retail 
by the Nemours Trading Corporation 
continues. The sale has been removed 
from 43rd street to a store room at 
141 West 42nd street. Since the shoes 
were purchased, more than a year 
ago, the long vamp, sharp toed mod- 
els displayed in the show window form 
a contrast to the up to date shoes 
displayed in near-by stores. 


Little Change in Styles 


Fall styles are still undetermined, 
in the opinion of John Slater, of 
J. & J. Slater. “In the essentials,” 
he said, “there will be little change 
in the styles, from those we are show- 
ing now. New patterns, however, will 
be brought out from time to time all 
through the season. I have several 
new exclusive patterns of my own 
but will not show them much before 
September.” 


New Store to Be Added to Chain 


Another link in the London shoe 
store chain, retailing men’s shoes, 
will be added soon at 88 Nassau street, 
where a new building is being con- 
structed. On the same block where 
the new store will be established there 
are already five shoe stores. These 
are the Regal, the Beck-Hazzard, the 
John Ward, Douglas and the Golden 
stores. The growth of retail shoe 
shops in the down-town financial sec- 
tion of New York in the past few 
years has been phenomenal. 


Atlanta 


BRIGHT OUTLOOK FOR TRADE 


Orders Now Placed for Small Lots 
But Return to Normal Business 
Expected in Early Fall 


While the retail shoe business in 
Atlanta and most of the larger cities 
of this section continues as good as 
could be expected for this time of the 
year, dealers in the smaller towns and 
communities are still experiencing an 
exceptionally slack trade. The contin- 
ued low price of cotton and other farm 
commodities is having its effect on re- 
tail trade conditions, and with money 
still difficult for the farmers to obtain 


they are not purchasing a great deal 
even in the way of necessities. 

The dealers as a whole, are continu- 
ing to place their orders for small 
quantity lots and not buying much in 
advance. Atlanta wholesalers are sell- 
ing fall and winter lines to some ex- 
tent but the business in this regard is 
much less than it usually is at this 
time of the year. 

The outlook for the future, however, 
is brighter than it has been for several 
months and it is confidently believed 
in this section that retail business will 
be back to full normalcy by the mid- 
dle of fall, and perhaps in the early 
fall. 
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A prominent Atlanta banker de- 
clared in a recent interview that an 
investigation conducted by his bank 
lately indicated all lines of business 
to be on the upward trend with a 
promise of early return to normal 
conditions. 


Shoe Store to Double in Size 


Black’s Shoe Store, 9 South De- 
catur street, Atlanta, plans to double 
its present size and its capacity for 
service by building on the adjoining 
property at 7 Decatur street. This 
property was recently leased by 
Charles R. Hubbard, an official of the 
company, and the decision to build 
the new store results from the in- 
creased volume of business the com- 
pany has experienced the past year. 
Black’s will completely reorganize its 
departments for handling of men’s, 
women’s and children’s shoes _ sep- 
arately, and will also inaugurate a 
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special department for colored peo- 
ple in the new store. The sales force 
will be about double its present size. 
The new addition will have a front- 
age of 40 feet on Decatur street and 
a depth of 100 feet. It will be one 
of the largest shoe stores in the 
Southeast when completed. 


Change in Empire Leather Co. 


Notice of a change in the owner- 
ship of the Empire Leather Co., of 
Birmingham, Ala., has recently been 
announced. D. L. Feidelson, secre- 
tary, and M. H. Schwartz, vice-presi- 
dent, acquired the interests of Sam 
Sewelovitz, president, and P. W. 
Sewelovitz, treasurer. Mr. Feidel- 
son is president of the Southeastern 
Association of Shoe Finders Dealers. 
The company has several traveling 
salesmen covering the Southern ter- 
ritory. 


Chicago 


PROGRESS PAGEANT OPENS 


Shoe Industry Well Represented at 
Big Exposition on Chicago’s 
Municipal Pier 


The Pageant of Progress, which 
opened on the Municipal Pier July 30, 
will be in progress for a period of 
two weeks. A special meeting of the 
shoe exhibitors was held recently at 
the College Inn, Hotel Sherman, at 
which it was decided to follow the 
Milwaukee plan of displays and to 
standardize, wherever possible, the 
equipment for the booths. A special 
committee, consisting of the following 
men, was appointed: 

G. A. Engelkin, Barton Manufac- 
turing Co.; G. W. Fargo, Little Chick 
Shoe Co.; Dave Davis, Chicago Shoe 
Travelers’ Association, and R. C. 
Booth, of the Chicago Shoe Trade As- 
sociation. 

The Chicago Shoe Travelers’ Asso- 
ciation offered its booth as informa- 
tion headquarters and the United 
Shoe Machinery Co. donated their 
space for use as a restaurant. All 
shoe interests are in section “B” at 
the South Pier. 


Ten two-foot panels contain the 
names of all Chicago shoe travelers 
and the lines they represent. A young 
lady is in the booth with information 
as to how to reach every shoe traveler 
whose name is listed. 


White Stocks Cleaned Out 


Chicago loop and outlying retail 
merchants have enjoyed a good busi- 
ness this summer in spite of the ex- 
tremely hot weather that prevailed 
the country over. Not only has the sale 
of whites been large but also of soft 
leathers, which have been substituted 
for whites in many cases. The white 
stocks of the merchants of this city 
are very much depleted and they are 
unanimously of the opinion that more 
whites could be disposed of if avail- 
able. July clearance sales are very 
much in evidence in all parts of the 
city. “It is an annual thing with us,” 
said Mr. Fliessbach, of thy Walk- 
Over Stores, “and many of our cus- 
tomers hold off buying until the July 
sale.” Nothing much is being of- 
fered in whites but some mighty good 
buys are to be had in leathers. 


Brockton 


MANY ORDERS PLACED 
Substantial Aggregate of Business 
; Written at Boston Style Show 


Orders, frequently in small amounts 
and in the aggregate a substantial 
sum, were received by Brockton ex- 
hibitors at the Shoe Exposition and 
Style Show in Boston last week. 
Buyers from all parts of the country 
were in evidence, and their interest 
in made-in-Brockton and Brockton 
district footwear was greatly stimu- 
lated. In addition to the fall orders 
placed at the show, larger orders will 


be forthcoming. Results of the Brock- 
ton exhibit at the Boston show will 
give new impetus to local production 
of men’s and women’s welts for the 
fall and winter season. 

Five Brockton girls acted as models 
for the exhibitors. One of these, 
Mrs. Eva C. Conlon, displayed W. L. 
Douglas shoes. The Douglas booth 
represented a modern Douglas shoe 
store. It was in charge of Mr. W. B. 
Nash. 

T. D. Barry Company featured the 
latest Barry lasts and patterns, in- 
cluding several innovations in men’s 
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Littlefield Heels—are genuine all leather 
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liveries. Write for samples and prices, which 
you will find correct in every way. 


LITTLEFIELD HEEL CO. 
High Street, Amesbury, Mass. 
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welts exclusively. Fred C. Davis, New 
England salesman, was in charge. 

Churchill & Alden Company, makers 
of the Ralston shoe, featured the 
Trupedic last in men’s and women’s 
shoes. W. E. Cooper, New England 
salesman, was in charge, with other 
representatives. 

M. A. Packard Company showed the 
Packard shoe for men in brogue and 
sport models and other popular pat- 
terns. 

Wall, Doyle & Daly, Inc., featured 
their standard styles of men’s welts. 

Wall, Streeter & Doyle Company 
featured the Wall-Mark line. Albert 
and W. E. Doyle and Joseph Holmes 
were in charge of the exhibit. 

The Preston B. Keith Shoe Com- 
pany showed men’s and women’s ox- 
fords in sport effects and Scotch 
grains. Chester E. Blackey and G. W. 
Baker were in charge. 

The Brockton Rand Company had 
an elaborate electrically illuminated 
working exhibit showing the manu- 
facturing of welting, with L. H. Gil- 
son, sales manager, in charge. 

The Dunbar Pattern Company 
showed several of their advanced de- 
signs in men’s and women’s footwear. 

Conrad Shoe Company, with Frank 
Quigley in charge, showed men’s grain 
leather shoes in blucher and other 
patterns. 

Other Brockton exhibitors included 
the Tolman Print, Inc., with a full 
line of their shoe cards and other 
printing; Hazen Brown Company, 
soles and heels; Brockton Welting 
Company, a line of welting; Old Col- 
ony Shoe Company and Superior Shoe 
Company with their lines of men’s 
welt footwear. 


Exhibits From the Brockton District 


Conspicuous among the South Shore 
exhibitors were: 

M. N. Arnold Shoe Company, North 
Abington, featuring women’s high- 


Where to ad 
Men’s Shoes 


ANY TYPE OF A SHOE 


In Men’s Fine Goodyear Welts 
Making special and difficult styles of shoes 
is our specialty. Let us solve your problems. 
CRAIG-REED & EMERSON, INC. 

Brockton, Mass. 
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grade welt footwear, with Anna Mil- 
ler of Brockton as a model. 

Richards & Brennan Company, Kan- 
dolph, showed an attractive line of 
men’s fine welts exclusively, featuring 
the “Get-a-Way” last in tan, black, 
Scotch grain and other leathers. 

Doherty Bros., Avon, exhibited a 
line of smart welts for men exclu- 
sively. 

E. T. Wright & Company, Inc., had 
an elaborate display of the “Just 
Wright” line of men’s exclusive welts 
in a variety of leathers, lasts and 
patterns. The “Arch Preserver” shoe 
was a strong feature of this display. 

Emerson Shoe Company of Rock- 
land exhibited a full line of men’s 
and women’s welts. The latter, a 
new feature of this concern’s product, 
was shown for the first time at a 
trade exhibition. 

Commonwealth Shoe & Leather 
Company of Whitman, manufacturers 
of men’s exclusively high-grade welts, 
were represented by a long line of 
patterns, combinations, leathers and 
lasts. 

The Regal Shoe Company of Whit- 
man showed at the Regal booth new 
patterns in women’s and men’s high- 
grade welts, featuring their in-stock 
proposition. 

Stetson Shoe Company of South 


July 30, 1921 


Weymouth showed a full line of the 
Stetson footwear, featuring the Sub- 
urban shoe for men and women. The 
Stetson messenger boy, impersonated 
by J. W. Melville, acted as demon- 
strator. 

L. A. Crossett, Inc., Abington, made 
a complete showing of Crossett shoes 
for men and women, in light and 
dark leathers on many new, attractive 
lasts and patterns. 

Edwin Clapp & Sons, East Wey- 
mouth, showed the Edwin Clapp line 
of men’s high-grade welts which has 
been produced by this concern for 
many years past. 

Rice & Hutchins, South Braintree, 
exhibited the “All America” line of 
men’s and women’s footwear, with an 
extensive display of lasts, patterns 
and materials. 

Williams-Kneeland Company, South 
Braintree, exhibited women’s and 
men’s welts in extensive variety. 

C. H. Alden Company, Abington, 
made a fine display of their high- 
grade footwear produced under the 
“Alden” name. 

Avon Sole Company, Avon, had a 
complete assortment of the famous 
“Duflex” soles and heels, made at 
Avon, Mass. 

Bows Moccasin Company of Avon 
had an attractive display of moccasins. 


San Francisco 


Summer Business Is Featured by 
Sales, But Volume Is Satisfactory— 
Buyers Are Visiting Eastern 
Factories 

The new Board of Directors of the 
Shoe Retailers’ Association of Cali- 
fornia is already hard at work. 
Membership committees have been ap- 
pointed, by the Board, in all the cities 
of importance in the State, in order 
to make an intensive drive for mem- 
bership. Al Katschinski, the presi- 
dent of the Association, stated that 
it is the desire of the Board to make 
the organization the strongest and 
best-organized shoe fraternity in the 
United States. 

Max Sommer, secretary-treasurer of 
the Shoe Retailers’ Association, stated 
that the campaign for membership has 
been launched under very auspicious 
beginnings. “This drive for member- 
ship,” stated Mr. Sommer, “is a means 
of unifying the aims and scope of the 
Association on the Pacific Coast, and 
is not an end in itself. The aim is 
to make it the most vital organization 
of its kind on the Pacific Coast.” Mr. 
Sommer, speaking of exhibits in con- 
nection with the Association, said: 


Good Business at Convention 


“Heretofore, the traveling men and 
manufacturers have regarded ex- 
hibits, at a State convention, as a 
waste and source of useless expense. 
At the San Francisco convention, 
President Jean Murphy of the Pacific 
Coast Shoe Traveling Men’s Associa- 


tion made a statement that $200,000 
worth of shoes and findings had been 
sold on the floor of the Convention. 
At the present time, the officers of 
the Association are considering doing 
away with exhibits in future, but on 
account of the volume of business 
transacted at the San Francisco Con- 
vention they have not yet decided that 
exhibits will be excluded from the 
1922 Convention to be held in Los 
Angeles. 

Al Katschinski, president of the Shoe 
Retailers’ Association, was called upon, 
at rather short notice, to give an ad- 
dress on July 14 before the Lions’ 
Club of Berkeley on “The Shoe Busi- 
ness.” The Club consists of the lead- 
ing business men of the College city. 


Semi-annual Sales 


Most of the shoe stores of this city, 
big and little, are holding their semi- 
annual sales. The Frank Werner Co. 
is holding its half-yearly clearance 
sale; Hale Bros., Inc., are featuring 
a “Drumming-out” sale; Rosenthal’s 
is featuring summer cuts in prices; 
Hanan & Son, the Bootery, the Phila- 
delphia Shoe Store, the Florsheim- 
Schaefer Shoe Co., San Francisco 
stores, Peters Bros., the Royal, and 
a number of other stores are all mak- 
ing special offerings to clear away 
summer stock and make room for fall 
goods. 

Peters Bros. are holding a removal 
sale at 766 Market Street. Formerly 
their store at 844 Market Street was 
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devoted exclusively to men’s foot- 
wear, but they have now had this 
store enlarged by the addition of a 
woman’s fitting room which occupies 
the entire mezzanine floor. A wo- 
man’s department was opened here 
some weeks ago, as well as one in 
the firm’s Stockton, Cal., store. This 
fitting room, which is exclusively for 
women is attractively fitted up. 

Bilsborough’s Shoe Store, 961 Mar- 
ket Street, is especially featuring a 
sale of women’s lines. Mr. Bils- 
borough said: “We have a complete 
line of Crawford shoes, manufactured 
by Charles A. Eaton & Co. and we 
are making a specialty of selling all 
styles and leathers of Crawford shoes 
at $8 and $10. A number of the men 
we have sold to have expresed them- 
selves as being highly pleased at the 
values they are receiving.” 

Roy Whalander, manager of the 
City of Paris shoe department, is au- 
thority for the statement that, though 
the people have more money in sav- 
ings banks than ever before, the deal- 
er has to keep his foot on the gas all 
the time nowadays, to achieve re- 
sults. “The best sellers, at present,” 
he says, “is the fancy novelty mer- 
chandise. Patent leathers haven’t 
started yet, but I think they will be 
good about the middle of August. 
Tongue pumps fell flat. Novelty hee! 
oxfords and one and two-strap welt 
pumps will do a sixty-five per cent 
business.” 


W. B. O’Connor Leaves for East 


William B. O’Connor, manager of 
the Emporium’s shoe department, is 
shortly to leave, in order to purchase 
fall goods and novelties at St. Louis, 
Rochester, New York and Boston. He 
stated that business is keeping up 
well. The demand for straps is now 
good, but Mr. O’Connor believes that 
the great fall demand will be for ox- 
fords. People are looking for long- 
wing tips and novelty shoes. 


Bootery Opens in Chicago 


The Bootery has just placed a num- 
ber of novelties on display which C. H. 





Wolfelt purchased on his recent visit 
to Switzerland. These consist of 
shoes with piping, inlays and stitch- 
ing in contrasting colors—black pa- 
tent leather with red inlays and pip- 
ing, patent leather with green stitch- 
ing; also white with black. G. O. 
Allen, the manager, stated that the 
new Bootery on Madison, between 
Michigan Avenue and Wabash, Chi- 
cago, will be opened early in Sep- 
tember. This Eastern outpost of a 
Western firm is in one of the most 
exclusive shopping districts of Chi- 
cago. The new Los Angeles store of 
the Bootery, on West Seventh Street, 
will be opened about October 1. This 
is opposite Robinson’s big department 
store, in the city’s retail business 
center. 

C. H. Wolfelt of the Bootery landed 
in New York from Europe on July 1. 
He will return to California late in 
the month. 

Harry Gibson, manager of the 
White House shoe department, timed 
his buying trip East so as to reach 
New York in time for the opening 
date of the recent Style Show. He 
is expected back in California late. in 
July, or early in August. 

Messrs. Lucier & Goldstein, both of 
whom were formerly with Rosenthal’s, 
have started a shoe store at Polk 
and Bush Streets, carrying men’s, 
women’s and children’s shoes. This 
is in the apartment house district. 

H. A. Ballentine, manager of Hanan 
& Son’s shoe store, Geary Street, is 
about to take his annual vacation 
which he will pass at the ocean 
beaches. 

H. Wooten, formerly with the White 
House, has been added to the staff of 
the City of Paris. 

The employee’s of Sommer & Kauf- 
man have issued the summer edition 
of their house organ, called “The 
Measure Stick.” Having finished the 
task of getting this bright little sheet 
off the press, the employees are go- 
ing on a hike to the Muir Woods on 
July 27. The annual summer sale of 
the store is stated to be resulting in 
good business. 


Memphis and Nashville 


There is reasonably good activity in 
both retail and wholesale shoe trade 
according to the best criterions of 
the market in the above cities. Re- 
tailers in July are visiting the big 
markets North and East. A few of 
them are too busy to get away. 
Wholesalers are skirmishing about, 
and road men are busy. As to styles 
oxfords, straps, military walking 
shoes, tennis shoes, white shoes, 
blacks and tans all share in the trad- 
ing. 

News About People in the Trade 


John M. Gray, a pioneer business 
man of Nashville and senior director 
of the Gray & Dudley Co., died at his 
country home, Greymore, near Colum- 








bia, Tenn., several days ago. The de- 
ceased was born near Gallatin, Tenn., 
in 1837 and was 84 years of age, ac- 
tive for more than half a century in 
business life of Middle Tennessee 
though giving up his personal activi- 
ties a few years ago, but remaining 
on the directorate of his house. He 
started in business in Nashville in 
1855. In 1895 the present firm of 
Gray & Dudley Co. was organized. 
Mr. Gray leaves several children and 
grandchildren, residents of Middle 
Tennessee. 


Mr. McRae Home from Style Show 
The E. E. E. Shoe Co., Memphis, 


has completed its new display win- 
dows on S. Main Street, near Union, 






YOUR sale -- 

This year -- 

Must not only‘repay you -- 
For an unfavorable season -- 
But an unfavorable year. 
What's more -- 

It must be the means -- 

To a. very necessary end -- 
And ‘that end is -= 
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The old buying confidence -- 
Of your public.. 

‘In other words -- 

Your sale must be -- 
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within the week. The architects and 
electrical people left nothing undone 
to give a well proportioned and roomy 
window and lobby, with a radiantly 
reflected “E. E. E. Shoe Co.” that it 
is plain to see for several blocks 
north and south. C. D. McRae, pro- 
prietor, is just back from a swing 
around the circle to several of the 
big markets. He did not get to Bos- 
ton, but hopes to visit there next trip. 
This time he went to Cincinnati, 
Philadelphia, Chicago and New York. 
He took in the Style Show at the 
Commodore Hotel, New York City, 
which he declares the most beautiful 
he has ever witnessed, in its display 
of Brooklyn and New York lines. Mr. 
McRae found business picking up in 
the North, he does not look for much 
lower prices on shoes before spring. 
Little changes as yet in wage sched- 
ules and other business conditions 
make for this. He found styles but 
little changed, strap effects, walking 
shoes, baby Louis heels and military 
heels predominating. 


Among the Merchants 


The Sherron Shoe Co. is putting on 
with success in July, their cash and 


MULTIPLE STITCHING 


A New Style Effect, Appearing in 
Novelty Lines 


Multiple stitching is appearing on 
Lynn novelties. It is a “needle and 
thread” style, or a means of creating 
a new fashion through stitching room 
work. In multiple stitching, ma- 
chines with two, three or four needles 
are used for stitching uppers. Double 
needle stitching is more or less com- 
mon. Three and four needle stitching 
produces a sort of a braid effect. 

One extreme example of multiple 
stitching shows nine lines of stitch- 
ing, made by stitching three separate 
rows with the a three-needle ma- 
chine. 

Color combinations of thread may 
be used in this multiple needle 
stitching. For instance, one seam 
may be stitched with black thread 
and another with white. Even three 
or four colors may be used. 


» MAKING NOVELTY BOOTS 


Lynn Firm Also Adds 3-Inch Vamp 
to Its Line 


The Rialto Shoe Co. is making 
Sally sandals on hurry orders. These 
are of patent leather, with sandal 
instep straps and six cut-outs on the 
vamp. 

Doggy oxfords of five and six eye- 
let patterns, also are being made 
One of these shows combinations of 
gun metal and boarded calf. The 
vamp may be of gun metal and the 
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earry sale in Memphis, the signifi- 
cance of which is indicated in the 
words. The customer pays cash and 
carries home his bundle and accord- 
ingly makes a saving that the mer- 
chant also makes. 

Levi & Grief, Memphis, who have 
a large shoe section as well as gen- 
eral dry goods store, have staged a 
July sale in all departments with good 
results. 

The Shop of Culture, Memphis, in 
their men and boys’ shoe department 
are putting on special July values and 
some very late styles. Charles Smith 
of that department is much pleased 
with July trade. 

Reuben Stieffel of J. Goldsmith & 
Sons Co. shoe department, Memphis, 
will return from a menth’s trip to the 
markets this week. 

Ewing Caruthers of the Caruthers 
Shoe Co., wholesalers, Memphis, re- 
ports good summer activities. The 
Visiting Merchants’ Days put on by 
some of the Memphis stores he says 
have brought many out-of-town mer- 
chants to the city. There is to be 
an event of this kind in Mempnis, 
Monday and Tuesday of the coming 


Lynn 
tip and quarter of boarded calf, or 
vice versa. Also, the lace stays may 
be for dull or boarded calf, according 
to the fancy of the buyer. 

One of its novelty boots is of suede 
leather, with patent tips and lace 
stays, and a covered heel, of the Cuban 
Louis style. Its tips and stays are 
stitched with white thread. A new 
last, with a three-inch vamp, has 
been added to the line. It is the short- 
est vamp last in the present run on 
stage style lasts. 


—= 


FIRMS CHANGE LOCATIONS 


New Quarters Secured by Shoe 
Manufacturers 


The E. Bottomley Co., makers of 
women’s welt shoes, are moving from 
Haverhill to 266 Broad street, Lynn. 
David Braude and Morris Goodman, 
two Lynn shoe men, bought this busi- 
ness, after their war service. 

The Dorothy Shoe Co. has taken 
space in the Phelan factory, 411 Broad 
street, moving from Mulberry street. 
It will make misses’ and children’s 
shoes, in addition to infants’ shoes. 
Rothbard Shoe Co., a new concern, 
is making women’s welt shoes in 
novelty styles, in the Gardiner fac- 
tory, on Broad street. 

Letts & Litvack are moving from 
the Allen factory to the Realty build- 
ing at 266 Broad street. They make 
high grade comfort shoes. Putnam 
Shoe Co., a new concern, is making 
1800 pairs a day of women’s welt 
shoes, in the Cass & Daley factory 
on Goodhue street, Salem. 
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week. During the last week of Au- 
gust the Cotton States Merchants’ As- 
sociation will meet here attended by 
at least 3000 people representative of 
the mercantile life of the smaller 
cities and towns of the Mississippi 
Valley. 
Nashville Dots 


Richardson-Crockett Shoe Co. re- 
port good outlook in wholesale shoe 
trade in this section. Evans Richard- 
son is in Boston visiting the factories. 
Frank Means has been sending in 
some good business from Alabama 
territory. Joe and John McCreery, 
other road salesmen, captured some 
good opening orders. 


A Summer Pageant 


On the night of July 20 the children 
of Memphis staged a DeSoto Pageant 
on the Chickasaw Bluffs, just south 
of the city at the place the Spanish 
explorer discovered the Mississippi. 
River. His name will be formed by 
a thousand children in pantomime. 
Several markers indicate the spot and 
the old Indian mounds are near. This 
will be one of the summer style events 
in the Bluff City. 


New Perforated Quarters Tried Out 

Lynn manufacturers, working for 
new styles in boots or fall, are trying 
new perforations on quarters of boots. 
The most extreme of them are the 
“buck shot quarters,’ so called be- 
cause they are as full of perforations 
as if a charge of buckshot had been 
fired at them. Other perforated pat- 
terns are more modest. However, 
they show the endeavors of Lynners 
to get novelties in boots. 


Institute Has Shoe Exhibit 

The Essex Institute, in Salem, ar- 
ranged its collection of shoes for 
the benefit of buyers coming to Bos- 
ton market in July. Some of these 
shoes are genuine colonials, having 
been made in the colonial period. Also, 
the Institute opened the Tapley, or 
Lye shop, a shoe shop of a century 
ago, so well preserved that if Thomas 
Lye were to appear to-day he could 
step into it and make himself a pair 
of -shoes. 


New Golf Shoe Ideas 
Thomas F. Logan has returned to 
Lynn after seeing the big golf games 
in England and Scotland. He makes 
golf shoes for men and women. He 
brought home new ideas for golf 
shoes. 
Slippers for Every Day . 
“Their sale knows no seasons,” 
say the Abbott Shoe Co., of North 
Reading, near Lynn. That expresses 
their idea that slippers are worn 365 
days of the year and should sell every 
day the store is open. 
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Approved by Y. W. C. A. 

The Cotter Shoe Co. is showing 
“The Formative Shoe,” a foot-form 
shoe, well and thoroughly made and 


MERCHANTS OPTIMISTIC 
Retail Conditions Fair — Industrial 
Conditions Unchanged. 


The present state of the retail shoe 
business throughout Rhode Island is 
considered by the majority of mer- 
chants as “being fair” and may be 
considered as, at least, holding its 
own. 

A week-end review of the mill sit- 
uation hereabouts shows that the ad- 
vance of the summer months has 
brought little change in the industrial 
status despite the prophecy of many 
mill men that the advent of summer 
would bring a change for the better. 
The situation, however, does not en- 
gender pessimism, as most of the 
mills of the state are working, though 
with reduced forces. The scarcity of 
big orders is mainly responsible for 
the present depression, for although 
mills and factories here are finding 
markets for their products, the big 
pre-war demand for their goods is not 
in evidence. One large manufacturer, 
discussing the situation, stated that 
there is no need for alarm, as rarely 
did the summer season bring orders 
in any great quantity. A few mills 
have started working night shifts, 
which may be taken as an indication 
of improved conditions and evidence 
of a quickening of the industrial pulse. 


New Regal Manager 


C. H. Muldoon is the new manager 
at the local Regal shoe store, 330 
Westminster Street, succeeding W. W. 


BUSINESS “FAIR TO GOOD” 


Heavy Demand for Summer Foot- 
wear of All Grades 


From fair to good, rather than 
from bad to worse. That best de- 
scribes the tendency in the retail shoe 
business in Rochester. All dealers 
report a heavy demand for light sum- 
mer footwear. Particularly large 
sales are being made in women’s 
whites, and, in fact, every type of 
sport footwear. 

Snappy low-cuts in canvas, trimmed 
with leather, are the reigning favor- 
ites in summer footwear. They are 
being worn for business and for 
every type of social function. And 
it seems that they are the properly 
accepted footwear for day or evening 
wear. Stores here have had a hard 
time keeping up with the demand for 
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of black and brown kid and calf 
leathers. It is highly approved by 
the Y. W. C. A. (whose word carries 
much weight). 


Providence 


Monroe (R.I.S.R.D.A. secretary), 
who died June 27. Mr, Muldoon has 
been connected for 13 years with the 
Regal stores of Boston. He likes 
Providence very much and states that 
business during his stay here has 
been very good. 


From Findings to Shoes 


M. J. and C. J. Barnside, 492 West- 
minster Street, for six years in the 
shoe findings business, recently sold 
their stock and are now at the same 
location in the retail shoe business, 
carrying a complete line of men’s 
and women’s novelty shoes, featuring 
narrow widths. Their motto is “Good 
Shoes for Less Money.” ; 


Store Manager Honored 


James E. Roosa, local manager of 
the large Shepard Co. department 
store, was honored by retail mer- 
chants at a dinner given in his honor 
by the executive committee of the re- 
tail merchant’s division of the Provi- 
dence Chamber of Commerce at the 
Rhode Island Club, July 6. At. the 
close of the dinner, complimentary 
speeches were made by Col. Joseph 
Samuels, Frank E. Ballou, Oscar 
Swanson and Fred A. Aldred. A 
‘beautiful hand-made silver picture, a 
replica of one made by Paul Revere, 
was presented to Mr. Roosa for his 
faithful services as chairman of the 
merchants’ division, which he held for 
two years. 


Rochester 


these sport shoes, the cheap and the 
high-priced grades selling almost 
equally as well. 


To Close Out Shoe Department 


Ball’s shoe store, 48 Clinton Ave- 
nue, north, announces in advertise- 
ments that it is closing out the shoe 
department, and hereafter will con- 
fine itself to the shoe repairing busi- 
ness. 


Pretty Bathing Shoes in Demand 


An interesting development in the 
retail shoe business this summer is 
the unprecedented demand for artis- 
tic bathing shoes of a better grade. 
This city has been visited by con- 
tinued hot weather, and thousands 
have been disporting themselves at 
the lakeside. The feminine bathers, 
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Improved Postal Service 
To accommodate Lynn manufactur- 
ers the government is to construct a 
parcel post building in Lynn. 





Clearance Sales Started 


Clearance sales are under way in 
several Rhode Island shoe stores, with 
many good values at reduced prices 
being noticeable on display. Some 
merchants believe that there will be 
further reductions in wholesale prices 
on shoes for fall and winter and are 
keeping their stocks as low as possi- 
ble, while others have placed their 
orders for fall footwear to less than 
50 per cent of their needs. 


Outing Program Being Arranged 


The committee of three consisting 
of Roy Whitmore, chairman; Fred S. 
Fenner, and J. A. Thomas, is dili- 
gently at work preparing an unusual- 
ly interesting program for the coming 
Rhode Island Shoe Retail Dealers 
Association Outing, July 27, the 
“big” day in the history of the as- 
sociation. Besides many entertain- 
ing features and spicy specialties 
there will be athletic events and many 
other contests. The feature will be 
a baseball game with six-inch-bats, 
between the leading Babe Ruths of 
the association. 


$3.88 Sale “Goes Big” 


The Outlet Co., the largest Provi- 
dence department store, held recently 
an Outlet Famous Sale at $3.88 on 
their regular $6, $7, and $8 values of 
Brown University, Beacon and M. B. 
Thayer Co. shoes. “The sale proved 
big, some 900 pairs being sold, and 
was way beyond expectations,” states 
L. Steiner, assistant to Charles Marx. 





who have blossomed forth in wide va- 
riety of snappy bathing attire, insist 
upon completing their outfits with 
attractive bathing shoes, it seems, 
and hence the retail shoe merchants 
have benefited. 


Much Unemployment Reported 


Industrial conditions, which ulti- 
mately have a far-reaching effect on 
the shoe business and business in 
general, still are far from favorable 
in this city. Thousands of employees 
in the building trades continue idle, 
although the city council has ap- 
pointed a special committee to help 
bring about a speedy end of the tie- 
up. Unfavorable conditions are ag- 


' gravated by the entire shutdown of 


some plants and the curtailment of 
production in others. The latest 
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BLACK SATIN «a WHITE CANVAS 


The most talked of Fabric at the New Whites are generally scarce. If you 
York and Boston Style Shows. want some quick, order from us. 








IN 
STYLE 


IN 
STOCK 


No, B-110 











BABY LXV HEEL 


B-195—White Duck Turn, 1 Strap 


= - aii ° Gata Pye 1 ihe ‘ 
Turns C and D, 2% to 8. % rns B, and D, to 

B-170—wWhite Canvas Imit. Turn, 1 Strap, C 2 O 10 Days B-165—-White Gsee ome. Turn, 1 Strap, C 

and D, 2% to 8 2. and D, 2% 8 2. 





HALF LXV HEEL 


B-110—Black Satin Turn, 1 Strap......... , $3.25 
B-200—White Duck Turn, 1 Strap Terms 











HANNAHSONS SHOE CO., Haverhill, Mass. 




















The Latest Styles 


REQUIRE 


TRADE MARK 


ay 
ay W elcome! 


On Monday, August Ist, our new 
Showrooms at 148 DUANE STREET, 
will be opened for our regular Fall dis- 
play of Men’s—Women’s—Boy’s and 
Little Gents’ Shoes. 

There we shall show the type of mer- 


chandise, which has always identified 
our standard. 








Merchandise that has already 
stamped us in the preliminary show- 
ings as a “quick turnover” merchan- 


‘dise house. G 


| oh Tel BSdinderSneGa 


NEW YORK CITY 


| TS various adaptations are found in 
the best accepted vogue, both in 
France and America. 


We supply widths for all styles. 


EVERLASTIK, Inc. 


52 Chauncy St., Boston 
395 Broadway, New York 


SSULTLEEA UU EEU UU ETEEAUED ETON 
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plant to go on short-time schedule is 
the camera works of the Eastman 
Kodak Company,. which began a 
three-day weekly schedule the week 
of July. 4. Some firms are giv- 
ing their employees a vacation of 
from one to four weeks in the hope 
that at the expiration of that time 
things will have improved. How- 
ever, the shoe industry remains fairly 
stable. 


NEW LAST FOR CHILDREN 


Cantilever Principle Worked Out 
Also in Misses’ Shoes by Morse 
& Burt Co. of Brooklyn 


With little Rita Rogan, the pretty 
6-year-old motion picture actress, as 
their model, Morse & Burt Co., the 
Brooklyn shoe manufacturers, placed 
on exhibition for the first time at the 
Style Show at the Commodore Hotel 
the week of July 4 a new line of chil- 
dren’s and misses’ shoes, embodying 
the Cantilever principle which has 
been so successful in women’s shoes. 
Built on correctly shaped lasts, care- 


MARKET WEEK PLANNED 


Wholesalers and Manufacturers to Be 
Hosts at Big Trade Event 


Local shoe jobbers and manufactur- 
ers will be co-hosts during what prom- 
ises to be the biggest event of its 
kind ever staged in Los Angeles—the 
first annual Market Week and Indus- 
trial and Trade Exposition—which 
will engage the attention of the great 
Southwest the week of August 15-20. 
Exhibits of manufacturers and whole- 
salers—embracing an astonishing va- 
riety of crafts and industries—will 
make this exposition an educational 
feature of tremendous scope and value 
to those attending. As tenth indus- 
trial city in the United States, Los 
Angeles is inviting the rest of the 
country and the Latin-American coun- 
tries to enjoy her hospitality and par- 
” ticipate in her prosperity. 

Local shoe houses will be well rep- 
resented, each with their various lines 
attractively displayed. The Terminal 
Market has been selected as the scene 
of action and there will be every con- 
venience for the visitor and motion pic- 
tures will give graphic description of 
manufacturing methods to those who 
may be unable to visit the factories in 
person. 


Los Angeles Becoming Important Dis- 
tributing Point 


In a recent survey made of the 
manufacturing and jobbing of foot- 
wear in this city, some very interest- 
ing facts have been developed that 
show that in addition to being the 
tenth city in point of manufacturing, 
the “City of the Angels” is beginning 
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fully worked out by the experts of 
the firm, with the indorsement of 
physicians and foot specialists, the 
shoe is designed to save children from 
malformations and muscular weak- 
ness resulting from the wearing of 
improperly shaped and constructed 
footwear. 

It is the contention of the firm that 
with these flexible arches, correctly 
shaped shoes will not only prove more 
serviceable than cheaper lines, but 
will act as a preventive of eventual 
foot trouble, and thereby appeal to a 
great many mothers, especially those 
who have themselves become con- 
verted to the correct shoe idea. 


Hold Outing 


Employees of the Carpenter Shoe 
Company, Inc., held their third an- 
nual, outing at Maplewood Inn, a 
short distance from Rochester, on 
Saturday, July 2. The picnickers left 
the factory in a body at 8.30 o’clock 
in the morning, and as soon as they 
arrived at East Maplewood the fun 
began. The day’s program included 


Los Angeles 


Carpenter Employees 


to take an important place in the | 


manufacturing and distributing of 
footwear. 

Approximately $4,500,000 of every 
kind and style of footwear is annu- 
ally distributed by the wholesalers 
and manufacturers of the city. About 
sixteen rapidly growing and progres- 
sive concerns who are making the 
surrounding territory are represented 
in this total and produce and dis- 
tribute footwear that will challenge 
comparison anywhere. Not only are 
the staple “bread and butter” numbers 
carried on the floors, but Los Angeles 
takes considerable pride in the fact 
that the style creations originated 
here have influenced Eastern styles as 
well. With the matchless climate, the 
open seasons, and the beaches near at 
hand, Los Angeles “in stocks” show a 
variety of pleasing styles, particularly 
in the sport models that charm the 
eye. 


Market Embraces Big Territory 


An average of 5000 pairs of foot- 
wear is distributed in the Los An- 
geles trade territory every working 
day in the year. This market em- 
braces the States of the Southwest, 
Old Mexico, Hawaiian Islands, Dis- 
trict of Panama, and the principal 
countries of South America. With 
the network of transportation facili- 
ties extending in every direction—five 
trunk line railroads, electric lines, 
trucks operating on superb roads, and 
the harbor and its steamship lines 
opening the pathways to far-away 
points, it is not unusual to step into 
the shipping room of any one of the 
many shoe houses and see cases 
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a sausage roast, ball game, quoits 
and dancing, in addition to a long list 
of field events for men and women. 
The judges were Fred Mock, Jack 
Finn and T. C. Deiter. A unique 
feature of the outing was the official 
tag which had the form of an infant’s 
shoe. This tag was made of pink 


Unique tag issued to employees of the 
Carpenter Shoe Co. at their annual outing 


satin shoe material, with a narrow 
white border. On one side was 
printed the menu of the dinner and 
on the other the list of field events. 
This unusual outing tag served to 
arouse much interest in the com- 
pany’s annual picnic. 


packed for many widely different sec- 
tions of the globe. 

One of the leading manufacturers 
of felt footwear is located here and 
the quality of “sun-dried” felt that is 
produced is known the country over. 

In addition, and worthy of note, is 
the making of children’s and infants’ 
skuffers; which has assumed an im- 
portance that is second to none. 


Footwear High in Quality 


Los Angeles makes quality foot- 
wear and is building up a reputation 
in this regard that has taken older 
shoe centers years of hard effort to 
attain. The eyes of the shoe world 
are beginning to focus upon Los An- 
geles and are beginning to realize that 
here is a spot where nature meets 
to favor industry, and that the manu- 
facture and sale of footwear is des- 
tined to become one of the outstanding 
industries in this favored section of 
the country. 

For the past several weeks invita- 
tions and advertising have been going 
out to the trade and it is believed 
the response will express the interest 
the whole country is taking in Los 
Angeles products. 

The various shoe houses have ar- 
ranged their vacation season so that 
the salesmen will all be on hand to 
greet their customers. Rebate sched- 
ules have been arranged so that those 
who come from far away will find that 
the more their purchases the greater 
the reduction on their railroad fare. 

It is impossible to go into the dis- 
plays as yet, each house preferring to 
spring their new fall styles on the 
public at the Exposition. 











BOOT AND SHOE RECORDER July 30, 1921 



































SHOES that sell more shoes! This Mayer leader 
means even more than quick turnover, immediate 
profits, security against competitive underpricing. Its price- 
stamped-on-the-sole is an effectual warrant, in the custo- 
mer’s eyes, that this and other shoes in the dealer’s line are 
justly priced and is an added force in gaining trade confidence. 


It is an offering that will earn you friendship and future 
sales, that will help you build a reputation for quality and 
value. It is one of a complete line of Mayer leadership shoes 
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and typical of the Mayer spirit of leadership in value giving. 


The Mayer $5.00 Limited is offered in one model, one 
color, one quality. Genuine Calfskin. Rich mahogany. All 
leather construction. Grain leather insole. Sole leather 
counter. 14-8 inch Cuban Heel. Price-stamped sole. 

Order Immediately. Minimum order, 24 pairs, or multiples of 12 pair. 


Sizes and width B, sizes 314 to 8, 4 to 7, and 4 to 9; widths C and D, 3 
to 8, 4 to 7, and 4 to 9. Order by number 3009. Price to the trade $3.35. 


F. Mayer Boot and Shoe Co. 


288 E. Water Street, Milwaukee, Wisconsin 
Factories: Milwaukee, Seattle, Ludington, Mich. 
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Buyers’ Easy Reference Directory 
-~TANNERS CUT SOLE CO. 


Oak and Union Cut Soles of 
Oniform Quality, Cut and 
Sorted to Standards by Ex- 
perts. Enlarged Capacity and 
Variety of Grades enable us to 
supply all demands. 


Large Capacity—Prompt Service 
MANUFACTURING PLANT: DISTRIBUTION OFFICES: 
90 Wareham Street 321 Summer Street 
BOSTON, MASS. BOSTON, MASS. 


NEW YORK, CHICAGO, CINCINNATI, MILWAUKEE, ST. LOUIS 




















A_ Scientifically 


Constructed Shoe 


The Burkley Ventilated Foot De- 
veloper is made under the sanction 
of prominent men in the medical 
field. The growing foot of the 
child could be fitted with nothing 
better. Long wear 
VENTILATIONS = and _ perfect fit make 
PATENTED them little sales 
builders. For quick 
deliveries, phone 

Brockton 2133. 


BURKLEY 
SHOE CO. 


Retails, $2, $3.50 1156 No, Main St. 
; Brockton, Mass. 


A WANNALANCIT MOCCASIN 
Attractive, long-wearing slipper for home comfort. Made 
of buck, deer or elk. Sizes for men, women, children and 
infants. Plain or Fancy. 

Prompt shipment of large orders as well as small. Con- 
tinuous service. Factory running to capacity. Interesting 
catalogs and price list sent at your request. 

J. S. TURNER MANUFACTURING CO. 
133 Middle Street Lowell, Mass., U. S. A. 
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IN 
STOCK 


Manufactured in 
Outdoor and Indoor 





” IN STOCK 


Orders Shipped Same Day 
Received 


Cab Boudoirs— 


No. 7206 
Children’s Barefoot Sandal and Play Moccasin 


BOWS MOCCASINS 


Bows Made, Best Made. Footwear is Practical, Durable and Stylish. 
Retails from $2.50-83.50. 
Terms 2% 10 days. Net 30. Made by 
BOWS MOCCASIN CO. AVON, MASS. 
Opposite Depot ae District) 


THE BAY STATE SLIPPER CO. 
Send for Catalog for Our Fu 


HAVERHILL, MASS. 
/UUUGUROSEGGHUCHURSSORGHSGUGHOGHREROGEGERGHEGHREOCSESRCCGROGERROCROGROGREOUEHGEUGHCREDORE REET: 


: | FOREIGN BUSINESS 
Kistler, Lesh & Co. 


Your overseas customer prefers to do business his 
way. If he does not read English, he_ should be 


written to in his own language. Make it easy for 
SOLE LEATHER him to understand your message. 


AND Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 


BELTING BUTTS chures, pamphlets, etc. 
Write the Editor, The Export gene 207 South 


TANNAGES St., Boston, for his opinion of our wor 


St. Marys Mt. Jewett Burke Muskegon D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mass. 


Kid Ballets— 
Childs’ 8%-11 ........ 
Misses’ 11%4-2 

Girl’s 2%-7 


PPERUCUCADCUEECURRRHRGCEOCRESGERCRRGGESRHERRROSOURRROGOEEE! 


SUURERERGCEREESGCSRERECCSROGRREERECEREEECCSEREEREREEEEE! 
































832 Summer St. 
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RECORD YEAR EXPECTED 


Factories Running Full Capacity on 
Orders for Late Delivery 


St. Louis shoe factories are running 
a little easier just now as a result of 
having reached a point at which the 
managements feel assured that they 
will suffer little or no trouble from 
delayed deliveries on early fall orders 
of the retail merchants. For the most 
part, the plants are up to the mark 
on shipment of goods wanted for the 
opening of the fall season, or so near 
it that they have no fear of not meet- 
ing the requirements of the trade. 

The plants, however, are still run- 
ning full capacity on orders for later 
delivery and for the in-stock depart- 
ments which are being filled up pre- 
paratory to the calls that are antici- 
pated when the fall season actually 
opens from merchants who have not 
placed their orders, or at least have 
not ordered enough to keep their 
stocks in good condition for the fall 
selling. Analysis of the orders placed 
in comparison with the conditions pre- 
vailing in past seasons, as well as in 
the recent spring and summer season, 
have convinced all the St. Louis houses 
that the flow of business that has 
been maintained for so long and so 
continuous a period will be evidenced 
again this fall and that in conse- 
quence there will be no occasion to 
anticipate even a slowing up of fac- 
tory production. 

It is the general opinion in the trade 
that the year 1921 will show the pro- 
duction of the greatest number of 
pairs that the St. Louis market has 
ever known. While salesmen are tak- 
ing advantage of the present chang- 
ing period from one season to another 
to take a little rest, there are still 
enough in their territories taking or- 
ders to indicate that the merchants 
are steadily waking up to the fact 
that they are not well prepared for 
their fall and winter selling. This 
evidence is found in the volume of or- 
ders flowing in. The specialty houses 
are actively forcing out their early 
orders and are preparing their men 
for the early fall trips, which will date 
pretty generally from August 1 and 
on which the men will take fill-in or- 
ders for the fall as well as winter 
‘orders. The advance spring samples 
will be put on the road about October 
1 in most cases. 


Retail Clearance Sales On 


As the local retail stores get far- 
ther into the clearance sale period, 
some sharper cuts are appearing in 
the prices advertised, but the heavier 
reductions are on the white goods 
that are severely broken in the lines, 
the discarded numbers and those types 
which are being thoroughly cleared 
out. An instance is a price of $8.45 
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St. Louis 


on a range of footwear formerly listed 
from $10 to $14. It may readily be 
imagined to what extent the $14 foot- 
wear is included in the cut—there are 
very few pairs and the sizes are very 
badly broken. The cut from $10 to 
$8.45 represents a fair criterion of 
the real extent of the cutting that is 
being done. It is noticeable in the 
offerings, too, that the white lines are 
particularly well sold out and that 
retail merchants will have to make 
very little sacrifice in this class of 
goods. That this is so is confirmed 
by the pressure which was put on the 
St. Louis houses only a few short 
weeks ago for additional white goods 
to meet the demand and which the 
manufactories found it impossible to 
meet out of stock or to manufacture 
in time for satisfactory delivery. In 
fact, the present season generally, in 
whites as well as in other lines of 
summer shoes, has shown a smaller 
proportion of cancellations and re- 
turns than is recalled by even the 
oldest of the shoe men of the city. 
This fact is also encouraging the 
manufacturers in the belief that the 
fall and winter business will also 
show a very healthy condition. Prac- 
tically all of the retail stores of St. 
Louis report aggregate sales in pairs 
during the current season as close to, 
equal to and in some cases, heavier 
than, any preceding season. In some 
cases, too, it is stated that the vol- 
ume of business in dollars and cents 
will equal past records. In conse- 
quence the shoe trade of this section 
may well be regarded as in a very 
healthy condition. 


Hot Weather Schedule in Effect 


The hot weather schedule of the 
St. Louis retail stores went into ef- 
fect in part on July 9, but on July 
16 a considerable number of the 
stores began closing all day Satur- 
day. This affects the shoe depart- 
ments of all the large department 
stores, among them Famous-Barr, Nu- 
gent’s, Stix, Baer & Fuller, Scruggs, 
Vandervoort & Barney, and some of 
the larger specialty shops and one or 
two of the higher class retail shoe 
stores. Most of the exclusive shoe 
stores, however, are remaining open 
and even instead of closing at 1 
o’clock, are making a full day of it 
on the ground that the larger pro- 
portion of the buying public does its 
purchasing on Saturdays and in the 
afternoon. Because of this some six- 
teen of the shoe stores united in a 
joint advertisement in the daily pa- 
pers announcing the fact that the de- 
cision of a few of the stores to close 
all day Saturday did not affect them. 
The all-day closing will end with the 
third Saturday in August. 









Advertising Campaign to Be Resumed 


St. Louis, through the agency of 
its Chamber of Commerce, will re- 
sume its advertising campaign which 
proved so successful last year and 
for which a considerably larger fund 
has been provided this year. The 
campaign in addition to presenting 
the advantages of St. Louis as an in- 
dustrial center will begin this year in 
time to benefit the fall market buy- 
ing season, to which a proportion of 
the space will be devoted. A series 
of advertisements which will be run 
in ninety daily newspapers has been 
prepared. They will cover eighteen 
states, including some which have 
heretofore been commonly regarded 
as Chicago territory. The advertise- 
ments will stress the central location 
of St. Louis in terms of freight rates 
and others will set forth the benefits 
accruing to merchants who buy in 
the St. Louis market by reason of 
the package car service operated out 
of the city daily. The industrial phase 
of the campaign will be centered 
largely in magazines as heretofore. 


Eighty Per Cent of Fall Quota Sold 


Wylie Creel, vice-president of Lund- 
Mauldin Company, manufacturers of 
men’s high grade shoes, has an- 
nounced that 80 per cent of the fall 
quota had been sold at this time. 
Business, he stated, has been good 
and orders for future business are be- 
ing booked in large numbers. The 
factories are at present running at 
capacity. Several new patterns are 
being put in the line. One of the most 
attractive is an oxford in black Scotch 
grain with a golf strap of tan Scotch 
grain. The toe has some perfora- 
tions and the sole carries a rawhide 
middle. Brass eyelets are also used. 
T. L. Mauldin, secretary and treas- 
urer of the company is on his vaca- 
tion. He and Mrs. Mauldin are tour- 
ing the Northern lake region. 


Ames Visits Boston 


Frank E. Ames of the Ames Shoe 
Company, who handles the Stacy- 
Adams line here, has just returned 
from Boston where he has been for 
a fortnight. Ames’ particular mission 
in Boston was to visit the Stacy- 
Adams Company factory, make a sur- 
vey of the style situation and in- 
vestigate price trends. 


Hanan Clearance Sale a Success 


William Graham, manager of the 
Hanan and Son store at 720-27 Olive 
Street, accompanied by Mrs. Graham, 
has just. left for a month of auto- 
mobile touring. This store is con- 
ducting its semi-annual clearing sale 
and Assistant-Manager O’Brien says 
that it has been a success. 
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“STURDY LITTLE SHOES OF 
REAL MERIT!” 


oe a. Vamp—8 Iron 

e—Natura ottom—in all 
CARRIED Leathers and Combinations. 

206—Pat. Butt. White Kid Top— 

Plain Toe, 2-5, $1.8); 5-8, $2.10; 


ll, $2.45. 
171—Pat. Butt. Black Cloth Top— 
Plain Toe, 2-5, $1.60; 5-8, $1.90; 
84-11, $2.3. 
il M. d = “y os ‘es Tyg b + 
T an erf. Tip, 2-5, $1.80; 5-8, $2.10; 
alior- ade 2 : 8%-ll, $2.45. 
__ 205—Pat. Butt. Grey Kid Top—Plain 
% ' Toe, 2-5, $1.80; 5-8, $2.10; 8%-11. 
200—Pat. Butt. Champagne Kid Top 
Plain 2-5, $1.90; 5-8, 





; SMell, $2.56, 
Calf, Lace, Whole Quar. 


Juvenile Shoes SF ese 


Jaques & Clement, 11—Brown Kid’ Lace—Whole Quar., 
Haverhill. Mass. bei es a 
Boston Office: 215 Essex St. Send for Catalog of Other Styles in Stock 


oe or Ee pert 











Factory Stock Service 


H. H. FREELAND | Fine Calf Leathers 


M 
onpeineer - MANUFACTURERS OF 
Established 1806 ROCHESTER, N. Y. 
Velvetta Calf — 


Catalog on request Tuscan Calf — 
A salesman in every State Russia Calf — 








Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 
106 Beach St. Boston, Mass., U.S. A. 





IN STOCK for IMMEDIATE DELIVERY 


Black Satin One Strap on our new 14/8 Junior Louis Heel last, 
with solid sole leather counters and shanks. 


Sizes 214 to 8. Widths A-C. 


PRICE $4.60, LESS 5% 10 DAYS 
HAVERHILL, MASS. 


CO L LIN S & STAPLE BOSTON OFFICE, 183 ESSEX ST. R 306 


Address All Communications to the Factory at Haverhill: 


CHE S{ ARGINIQUE: 


(Affiliated with Hotel McAlpin) 
Broadway, 32nd and 33rd Streets, New York City 


Situated in Centre of Shopping District—Adjacent to Theatre Section 


Entrance from Hotel to New York Subway and The Restaurants offer a truly McAlpin Service 
chee Juhes me brow Pp emer ote —with Club Breakfasts, Special Luncheons and 
prs ‘ie rs aa ye Bos Office and Railroad Dinners, also a la Carte Service. All at moderate 
Stations at Jersey City. # 
‘ ANT + AS iy. © are FRANK E. JAGO, 
FR v1 arr FOO a 600 Rooms ; ; Resident OM aad 

















prices. } J 








“— 








July 30, 1921 BOOT AND SHOE RECORDER 
a 








A Real Ankle Patch 


Another feature of leather-trim 
ie Keds that boys are demanding is 
See = ste the ankle patch. Made of sturdy 

. double stitched leather, this rein- 
Aboays speci forcement gives the best possible 


SPRING-STE service. 
Rubber Heels 


h rderin ° 
pee ape to 4 Have you all the sufficient styles 


THEY WEAR LONGER and sizes to cover your boy demand 
e for Keds with ankle patches? 








o—-—___—- 





“Not all canvas rubber-soled shoes 
are Keds. Keds are made only by 
the United States Rubber Com- 
pany. Look for the name Keds on 
the shoe.” 


United States Rubber Company 
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HUNKINS TURNS 


No. 263—A Beaded Strap—Excellent in a combination 
of black satin with patent or mat straps—Steel beaded. 
Made to your order with full L.X.V. heel at $6.25. 


And listen! Get those beaded orders in early— 
—— they’ll jam later. 





W. O. HUNKINS & CO. Haverhill, Mass. 


| __7?>”Z/- Sm nnn 
HOTEL ae 
OPPOSITE SOUTH STATION Ganex ABSOLUTELY FIREPROOF 


BOSTON, MASS. 
400 rooms, 300 baths, $2.00 a day and up. 
has enjoyed the distinction of being headquarters for the shoe and 











For years the “Essex” 
leather trade. 
Manufacturers, wholesalers, retailers and salesmen find here the accommodations that satisfy. 
Reasonable rates and efficient service are features of “Essex” service that please. 


THE ESSEX HOTEL COMPANY 


























The Shoe Manufacturing Business BOY, | \ LO N 
Hano Forms are ruled to meet the “oO Se EE 
of the Shoe Manufacturing Business. Save Time i ry . « SS 
Show conditions at a glance. <= ou SSS 


and Labor. 


Send us a set of your present forms. Our 
Service Department will be glad to show you 
how we can simplify them. 


WE SAVE YOU 25 TO 33 PER CENT 
PHILIP HANO & CO. 


ACCOUNTS 
General Sales Offices SOLICITED 
Suite 252, 799 Broadway, N. Y. C. 


Factory: Holyoke, Mass. 41 BEDFORD STREET, BOSTON, MASS. 



































Groping in the Dark 


Time was when the purchase of advertising space was a “blind groping in the 
dark.” Advertisers had no means of checking a publisher’s statement of circulation 
and often these figures were unreliable. 

In six years the Audit Bureau of Circulations has solved this perplexing problem. 
By a systematic analysis of distribution and methods this organization is able to supply 
just the data an advertiser needs. The darkness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no longer find it necessary to grope in the dark. 

There are no dark spots in the Boot and Shoe Recorder circulation. Our records 


are audited by the Audit Bureau of Circulations. 
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Patent Leather Straps--In Stock 

















B-261—All Patent Colt 
One Button Strap Pump, 
Junior Louis Heel, Turn 


Price $6.00 


JOY, CLARK & NIER, Ine. 


ROCHESTER, N. Y. 

















Buying in Balk 


Grocers used to display their wares by placing them in 
bushel baskets on the sidewalk. In those days customers often 
paid for dirt when they were buying coffee. 


Then came the day of standardized merchandise. Grocers 
gradually learned to sell their wares in sanitary packages, trade- 
marked for definite quantity and quality. 


Advertisers used to buy space in publications “in bulk.” 
Like the old-time grocer’s customers, they frequently received 
as much refuse as “‘coffee.”” 


The Audit Bureau of Circulations has done for advertising 
what standardized merchandise has done for the consumer. It 
has marked circulation with a stamp of accuracy. 


In the Boot and Shoe Recorder’s circulation an advertiser 
buys a definite and known quantity. Its records are audited 


by the A. B. C. 
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HELP WANTED 











EW YORK Exclusive Infants’ 
Shoe House has opening for 
salesmen with established trade 
in the territories of Greater New 
York and surroundings, New York 
State along the Hudson, Vermont 
and New Hampshire, respectively. 
Ours is a branded line of Infants’ 
Shoes comprising all the big sellers 
carried in stock. Commission 
basis. Give references and full 
particulars in first letter. Address 
K-474, care Boot & Shoe Recorder, 
127 Duane St., New York. 








SALESMAN WANTED 
The old established house of 
Weimer, Wright & Watkin Co. of 
Philadelphia, manufacturing the 3 
W’s Lenox line of Women’s, Misses’ 
and Children’s shoes and carrying 
a general jobbing line of shoes, de- 
sires resident salesman for, the 
State of Texas. Man having ex- 
perience and established trade re- 
quired. Address WEIMER, 
WRIGHT & WATKIN Co., 35 S. 
Second St., Philadelphia, Pa. 











Wanted by Cincinnati manufac- 
turer—¢Shoe Salesman for Chi- 
cago and nearby towns. Want 
man who has sold factory lines 
and has a good acquaintance 
with the trade. Good oppor- 
tunity for live man who will 
work. Address C-694, care 
Boot and Shoe Recorder, 810 
Second National Bank Building, 
Cincinnati, Ohio. 











A 
Wonderful Opportunity 


We want the best two sales- 
men in the United States, thor- 
oughly experienced in_ selling 
women’s high grade shoes to the 
jobbing and large department 
store trade; men that believe in 
good merchandise and cater to 
the proper clientele that use 
them; style originators who 
know what's what and when. 


A high character and a clean 
reputation are as essential as 
ability to sell. 


This is not a proposition for 
order takers or soft snap seekers. 


We produce snappy McKays 
and Welts, 3,000 pairs daily 
capacity. 

Real honest efforts for men 
who think for themselves, we 
have the right proposition. 

The right parties will find a 
great future assured if they can 
produce the proper results. 

Address C-704, care Boot and 
Shoe Recorder, 207 South St., 


Boston, Mass. 


ALESMAN (27), ten years’ shoe ex- 
perience, both wholesale and retail, 
desires position either city or road. Ad- 
dress K-475, care Boot & Shoe Recorder, 
127 Duane St., New York. 





OSITION WANTED—As manager and 
buyer of retail shoe store or depart- 
ment; have had ten years experience. 
Now employed, but wish to make a 
change. Age 32. Address C-701, care 
Boot & Shoe Recorder; 207 South St., 
Boston, Mass. 





AMERICAN with traveling experience 
abroad, and retail, wholesale, manu- 
facturing experience at home, seeks in- 
side position with jobber or manufacturer; 
one that will eventually lead to covering 
important Domestic or Foreign territory. 
Nominal salary considered where future 
looks bright. Address C-695, care Boot 
£ Shoe Recorder, 207 South St., Boston, 
Mass. 





HOEMAN—kKetail, 12 years thorough 

experience, married, wants position, 
For particulars write. LEO, 1140 Penob- 
seot Bldg., Detroit, Mich. 


OSITION WANTED by young man as 
retail shoe salesman. Last place 
three years. Middle West States pre- 
ferred. Address C-692, care Boot & Shoe 
Recorder, 189 W. Madison Street, Chi- 
cago, Il. 


OSITION WANTED — Young’ man, 
thirty-two years, wishes to interest 
manufacturer in the establishment of a 
specialty jobbing house as an outlet. 
Lifetime of experience and is willing 
to assume some financial responsibility. 
Address C-689, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 


ALESMAN—In Shoe or Gents’ Furnish- 

ing Store or Dept. Store, thoroughly 

experienced. No. 1 references. Address 
Lock Box 62, Piggott, Ark. 














LINE WANTED 


WANTED—For Texas and Oklahoma. 
Snappy line Turns. or flexible 
McKays’ for Women. Carried on _ floor. 
August Ist delivery. Pumps, Straps, 
Oxfords. Newest dress styles, best 
values, direct from manufacturer, 
have established trade on Men’s 
Welts, good following for past 12 years. 
Commission basis. Address C-682, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 








ANTED a manufacturer’s line of 
ladies’ novelty shoes to sell in New 
York City and _  ~vicinity. Established 
trade. A-1 references. Address K-476, 
care Boot & Shoe Recorder, 127 Duane 
St., New York City. 


LINE WANTED—Salesman selling job- 

bing trade wishes line of well made, 
value giving shoes, one that the manu- 
facturer is prepared to stand back of in 
every particular. Address C-690, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 











HELP WANTED 











SHOE OFFICE EXECUTIVE 


Experienced office man wanted to 
take charge of office in Cincinnati 
shoe factory. He must be fully 
competent to answer all mail and 
pass on credits, and at times during 
the absence of head executive he 
must direct entire office policy of © 
the business. Only men fully ex- 
perienced in office of shoe factory 
can fill this proposition. For such a 
man there is a splendid opening. 
Give full particulars and experi- 
ence in first Jetter, rx en 4 i” 
dress reply to L. S. P. 

Cincinnati, Ohio. 








ANTED—Live wire window trimmer, 
card writer and advertising man, 
who can assist in selling when necessary. 
Splendid opportunity for a real man. 
State lowest salary to start, references 
and experience in first letter. IKE 
KEMPNER & BRO., Little Rock, Ark. 








FOR SALE 


IVE SHOE STORE FOR SALE —55 
miles from _ Boston. Doing about 
$75,000 a year. Very clean stock, long 
lease. Owner has other interests. Ad- 
dress C-691, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 


S MALL MANUFACTURING PLANT 
MAKING INFANTS’ AND BABIES’ 
TURNED SHOES—Well established run- 
ing full time and clearing $7,000 to 
yearly. Satisfactory lease. 

rice $3,900 as it stands. An exceptional 
hen ng Best reasons for _ selling. 
Have a larger plant of same character 
which has been doing over $150,000 year- 
ly, can be bought $15,000 for property, 
$10,000 for equipment and machinery and 
about $10,000 stock. Terms. LO 
STEIN, 1001 Chestnut St., Philadelphia, 
Pa. 


FO SALE—Shoe Store in town of 
65,000, Northern Indiana. Good 
location, good lease, modern front and 
store fixtures. Clean stock, Men’s and 
Women’s Shoes. Terms cash. Address 
C-700, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


SHOE STORE in Oklahoma operating 
extremely low expense, can be 
purchased at great _ sacrifice. With 
personal supervision, store capable doing 
ecventy-five thousand. Address C-696, 
care Boot Shoe Recorder, 207 South 
St., Boston, Mass. 


HOE STORE FOR SALE in Atlantic 
City. Best Atlantic Ave. location. 
Established nine years, large profit, long 
lease, extremely low rent. $10,000 cash 
will handle. Address C-688, care Boot 
& Shoe Recorder, 207 South St., Boston, 
ass. 




















OR SALE—Shoe store in never 
failing lowa county seat town. 
About 3200 population, farming 
community. Shows a cash increase 
every month. Best location, low 
rent, good buliding, fixture and 


heating plant. Invoice about 
$14,000. Three year lease, can be 
renewed. Reason poor health. 


Address C-693, care Boot & Shoe 
aes, 207 South St., Boston, 
ass. 

















FOR LEASE 


O LET—Light roomy offices and sample 

rooms. Preferaby to shoe men. 

MARTINE, 148 Duane St., corner West 
Broadway, New York. 


WANTED TO PURCHASE 

















WANTED TO BUY 


Shoe stores of stocks with a radius 

of 400 miles of Pittsburgh. Will 

terminate short leases or continue 

the business if justifiable. Address 

As Cc. SMITH & CO., Johnstown, 
a. 








Cash Buyers 


Of general lines of footwear. Will handle 
stocks of any size. Business transactions 
strictly confidential. Address C498, care 
Boot and Shoe Recorder Publishing Co., 207 
South . St.,: Boston, Mass. 











Send all replies to Boot & Shoe Recorder, 207 South St., 





Boston, Mass, unless otherwise noted in advertisement. 
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MISCELLANEOUS 








Display Fixtures 
We Make a Specialty 
of Shoe Fixtures 
Glass Fixtures 
Ask for catalog ‘‘G.F.” 
Period Wood Fixtures 
Ask for —" = 

Window Vualan 

A big stock for Pate my Gattvery. 
Ask for samples. 
Window ‘Kugs 
4 big tine. Samples of materials and 
illustrations in colors sent. 

Decorating Plush 

Ask for samples. 


The Hecht Fixture Co. 
Medinah Bids. Chicage 
ager a and Jackson Bivd. 

RK SHOW BOOM 
oa? “e. un, Bet. Pn oe & 4th Ave. 
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MISCELLANEOUS 














Metal Shoe Fitting Stools 


and Floor 
Mirrors 










No. 141 


re THE CHICAGO 
ona Price WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 









SHOE STORE 
CHAIRS 
SETTEES 














WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 














WANTED TO PURCHASE 

















Ti Se 
TORE LADDERS 


* Insure perfect shelf service for 
we line of cate Senies 

tread st TO) 

peared ny il’ length sc aheldh 
on both sides of ladder permit 
mounting or descending with ease. 
Both hands free to remove or . 


with 

Cushioned Tired “ly 
ond ‘Fruck Wheels eliminate noise 
and prevent vibration. Erection 
as simple as A, B, C. Utilize 
small space. Make top ry 

safely available for stock 
style—neat of design—nicely tag 
any height ceiling. 
in use. Circularon - 
tequest. 


































































WANTED TO PURCHASE 


bas S$aSsssssesesetetsssssesssasassiisesssenssaestsesesanstaeas H # 


nw) 


We Buy for Cash 


Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Close outs. 

NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from retailers or manufacturers. 
Send us particulars of what you 
have for sale. 

Short Term Leases Taken. 

We Pay Highest Cash Value. 


VAN PRAAG & CO. 
Bhoe t., Martin Posner, Man: 
459 meus ty New York, 
























PEEESEETEETESEEREEESEESESEESEEETESEESERELEREEESIESEESESESEEEESSESEUEENESEIESsEEEETEereserecsetstetie 








be or Canal eset- 9598 











Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 


shelving. 

Send for cata- 
log giving full 
description 
and prices. 


2 RAT SANT SE 
THE BICYCLE 
STEP LADDER 
COMPANY 
67 Randolph St, 
Chicago, Ill. 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 
591 Broadway w York City 
Phone Geeing e100. $161- 5162 





We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. 

Quantity no object. 

For 80 years our specialty. 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 








WILL 
BUY 


The NEW YORK EXPORT 


PURCHASING CORPORATION 
515-517 Broadway, 
New York City, N. Y. 


Slow Sellers FOR 
{ Serpe srocus | CASH 


Entire Stocks 











DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. 

Leases having a short term to run taken 
over. Established 25 years. 


I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 























Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving and 
help the appearance of 
your store. Shipped sub- 
ject to approval and sat- 
isfaction guaranteed. 

Write for our latest cat- 
alog showing 18 styles 
of ladders as well as 
other store fixtures, 


Milbradt 
Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 


Highest Cash Prices Paid 


for entire shoe stocks. We also 
surplus or slow sellers, . 
ject. Retail or wholesale. Short term leases 
taken off your hands. Wire or phone us. 
— confidential. stablished 
1 


S..suEen> & Co. 
296 Church St., New York, N. Y. 
We also purchase clothing, hats, furnish 
goods, etc. Phone Canal 411 














ATTENTION OF 
Shoe Manufacturers and Jobbers 


We are soliciting consignments of general 
lines of footwear, and will also make liberal 
cash advances if nece KE 
CANTOR & WOLPERT, INC., 
—Auctioneers— 
653-655 Atlantic Ave, Boston, Mass. 
Opposite South Station 














Ideal Line 
Rolling Step 


Fifteen Styles. Satis- 
= faction Guaranteed. 
Lasts a Life-time. 
Write for Catalogue. 














Daynite 
Furniture Mfg. Ce. 
| 213 Chouteau Trust 
Bldg. St. Louis, Mo. 
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page per issue: 
7 times 
$4.00 
8.00 
12.00 
16.00 


Space 1 time 
1 in... $5.00 
2 in... 10.00 
3 in... 15.00 
4 in... 20.00 


$3.50 

7.00 
10.50 
14.00 





“Recorder” rates for space less than one-eighth 


13times 26 times 
$3.00 


12.00 
Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED —Four cents per word for each 
Piinsertion. Minimum amount accepted, seventy-five 
cents. For other “Want” advertisements, seven cents 

r word for each insertion. 
Ads _ under this heading will be received up to 
noon, on Friday of week preceding publication date. 
When advertisers desire answers to come in care of this 
office, twelve words must be allowed in each advertise- 
ment for address. 
warded direct to their address, each word of the address 
must be counted in the advertisement and paid for accord- 
Answers to ads must be sent under letter postage. 


62 times 1.25. 
$2.50 
5.00 
7.60 
10.00 


6.00 
9.00 





ingly. 


Minimum amount accepted, 


When advertisers desire replies for- 








SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





ANTED—Salesman to. sell jobbing 
trade, line of children’s turns and 
boudoirs on commission. Territories 
open: Chicago and Northwest, Pacific 
Coast, Texas and the South, New England. 
Address C-681, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 





ANTED—Salesmen to carry a _ side 

line of jobber’s popular priced 
women’s and children’s shoes from _ in- 
stock department. 6% commission. 
Good territories open outside of New 
England. Address C-678, care Boot & 
_— Recorder, 207 South St., Boston, 
ass. 





ANTED SALESMAN—Texas, Okla- 
homa, Indiana, Iowa, Kansas, Ne- 
braska. To handle a short factory line of 
children’s medium fine play shoes. Only 
those having long acquaintance on ter- 
ritory will be given consideration. 
H. F. MALOTT SHOE COMPANY, 1915 
Girard Street, Chicago, IIl. 





SHOE SALESMEN—Thoroughly experi- 
erced wanted for each of the follow- 
Middle and 
Tennessee; Virginia 
ani West Virginia; New Jersey; New 
Hampshire and Vermont; Connecticut 
and Hudson River Valley; Northern Ohio; 
Northern and Western New York; 
Michigan: Wisconsin and Minnesota. 
Prefer men living in territory, having 
established trade, ccmmission basis only. 
Applicant give name and address of last 
employer and amount of sales made per 
annum and references. A. W. TED- 
CASTLE & CO., Boston, Mass. 


ing territories: Northern 


Texas; Kentucky; 





ALESMEN WANTED—Live Wires to 
represent leading Felt, Quilted Satin 
Slipper and Bathing Shoe House. 
Straight or side line. Liberal Commis- 
sion. Fall line starting soon. Wonder- 
ful opportunity for hustlers. Light sam- 
ples. Several territories open. Address 
with full particulars to GENERAL FOOT- 
WEAR COMPANY, INC., 476 Broome St., 
New York City. 





ANTED—Experienced salesmen for 

Indiana and Illinois for line of 
medium priced McKays. HALIFAX 
SHOE Co., Halifax, Pa. 


WANTED SIDE LINE SALESMAN, in- 
fants’ soft sole shoes. slack, tan, 

white, colors. CAMDEN SHOE CoO., 310 

Friends Ave., Camden, New Jersey. 








HOE SALESMAN WANTED for New 

England States to carry an in stock 

line of infants’, children’s, misses’ and 

growing girls’ welts. Salesman with 

established trade preferred. Write for 

appointment. JOHN AHEARN, 44 
Dana St., Cambridge, Mass. 








SALESMAN WANTED: 

Experienced salesman capable of 
successfully placing a _ line of 
Ladies’ High Grade Turn Slippers 
in Southern territory. 
Want man of proven ability will- 
Ing to travel on straight commis- 
sion basis. Address C-675 care 
Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 








HOE SALESMEN—Retail, residing in 
New York, wanted in men’s Specialty 
Shoe Stores. We seek high grade 100% 
competent and efficient shoe men, who wilil 
be rewarded by _ straight substantial 
salary, no commissions. This is an oppor- 
tunity for men connected elsewhere de- 
siring to make change with view of 
bettering their salaries and with oppor- 
tunity to be promoted to executive posi- 
tions. Address K-467, care Boot & Shoe 
Recorder, 127 Duane St., New York. 


ALESMAN—BATHING SHOES AND 

SLIPPERS—Wanted an _ experienced 
salesman with a large following to call 
on jobbers and large department stores. 
For men of ability we have a line of 
bathing shoes and slippers second to 
none in the country. Commission basis 
—no drawing account. Address K-471, 
care Boot & Shoe Recorder, 127 Duane 
St., New York. 


S ALESMEN wanted to sell the big re- 
tail trade of this country. Ladies’ 
medium priced welt shoes. Must be a 
man who has the acquaintances with 
that trade. A big opportunity for the 
right man. Replies considered in abso- 
lute confidence. Address C-669, care 
Boot & Shoe Recorder, 207 South Street, 
Boston, Mass. 


HOE SALESMAN having established 
trade in Northern Peninsular of 
Michigan to carry side line of White 
Canvas Footwear and “‘KEDS” on com- 
mission. MARION RUBBER CO., Detroit, 
Michigan. 











WANTED—Salesman for Ohio, Penn- 
sylvania and Michigan to sell the 
famous FOX line of Infants’ Soft Sole 
Shoes. Oldest and strongest line on the 
market, a year ahead of competition— 
and always has been, our factory stock 
department second to none. 10% com- 
mission, short snappy sample outfit and 
for a live wire the best side line in this 
country. State full particulars as to 
lines carried and length of time on the 
territory. References required. F. J. 
FOX, manufacturer, Rochester, _. > 





SEVERAL good territories open for pro- 

gressive line of Milwaukee made work 
and semi-dress shoes; up to the minute 
style and workmanship; backed by ex- 
tensive mail advertising and dealers helps. 
Want men of proven ability willing to 
travel on straight commission basis, 
drawing account proportionate to actual 
sales. Open territories: Penn., Md., Va., 
E. Tenn., Ill. without Chicago, So. Iowa, 
Minn., Okla., Texas, Ark., Missouri. 
Samples now ready. Address C-665, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





ANTED—Salesmen to carry a _ side 
line of satin boudoir slippers, for 
various territories. Our line is small 
but complete and can be sold in con- 
junction with a line of women’s high 
grade shoes. Big item for holiday busi- 
ness. Address K-470, care Boot & Shoe 
Recorder, 127 Duane St., New York. 





WANTED SHOE SALESMAN—Energetic 

and experienced to represent New 
York distributing house in Central New 
York. Old established territory. To a 
high grade man of proven ability, we 
offer this excellent opportunity. Give 
full information as to selling experience 
and compensation expected. Correspon- 
dence confidential. Address C-702. care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





ANTED — Experienced salesmen for 
New England, Ohio, Indiana, Michi- 
gan and Southeastern States to sell our 
it fants’ children’s and misses’ fine 
McKays, also Boys’ Welt line on 6% 
commission. Should be carried in con- 
nection with another non-conflicting line. 
Reply with references. Address (C-703, 
care Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 








SALESMAN WANTED 


Shoe Salesman having an _ estab- 
lished trade in the New England 
states to handle our line of In- 
fant’s, Children’s, Growing Girls’, 
Youths’ and Little Gents’ Shoes, 
also a complete line of Felt Slip- 
pers and tIndian Moccasins. We 
pay a commission of 6% on all 
shipments and _ furnish sample 
trunk showing complete line. This 
is a high grade line of merchan- 
dise and will meet the demands of 
the better trade. Apply by letter 
giving full details. THE BOLWAY 
co., C., 319 So. Clinton St., 
Syracuse, N. Y. 








SALESMEN to carry side line 
high grade infants’ soft soles. 
Various territories open. 10% commission 
Address BABYVILLE SHOE Co., 
Rochester, N, Y. 


HOE 
Siar: 





S ALESMEN to sell our patented Heel 
Grip to retail stores. Salesmen em- 
ployed in retail stores with time to 
solicit the trade can become our agent. 
We want live wires in every city. THE 
MARLAM MFG. CO., 825 Broad S&t., 
Room 3, Newark, N. J. 





ALESMEN WANTED in all territories 
to carry side line of Army and Navy 
shoes. Commission proposition. Address 
K-472, care Boot & Shoe Recorder, 127 
Duane St., New York. 





WANTED side line salesmen to carry 

12 styles of women’s Turn Comfort 
shoes—six boots and six low cuts. All 
in stock. Must be a man of experience 
with a regular line of customers. Our 
shoes will build a business and must be 
placed with good accounts. Replies con- 
sidered in absolute confidence. Address 
C-670, care Boot & Shoe Recorder, 207 
South Street, Boston. Mass. 








EVERAL- good territories are 
open for experienced salesmen 
capable of successfully placing a 
line of Ladies’ High Grade Turn 
Slippers, 
Want men of proven ability willing 
to travel on straight commission 
basis. Address C-676. care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 














Send all replies to Boot & Shoe Recorder, 207 South 5t., 


Boston, unless otherwise noted in advertisement. 
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BOOT 


tire allied industries relating 
Annual Subscription in the United States, $5.00. 
No Subscription Accepted for Less Than One Year 

Member of the Associated Business Papers, Inc. 
Each issue copyrighted by the Boot and Shoe Recorder Pub, Co. 


ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


AND 


THE RECORDER CREED: Getting More Shoes Sold Right; not only “more” but “right”; 
right purpose, to the right wearer, in the right 
is the great problem of the retail shoe merchants. 
corder” is to help solve it; for this is the basic problem upon which depends the progress of the en- 
to shoes and leather; their production and distribution. 


SHOE 


Per copy, 25 cents. 


Member of the 


Cable Address BOOTRECO 


RECORDER 


fitting, for the right price, at the Tiobe profit. 
‘the chief purpose of “The Boot and Shoe Re- 


Root Newspaper Ass’n. 
Entered at the Post Office, New York, N. Y.,a8 second-class matter. 


sold for the 
This 


Canadian, $6.00. Foreign, $10.00 


Member of Audit Bureau of Circulations. 














SALESMEN WANTED 





SALESMEN WANTED 











A THOROUGHLY experienced Women’s Specialty man for In Stock De- 


partment of a manufacturer, 


run separately. Must have ability to 


style, create, manage, check credits and sell a volume of shoes for size 


up purposes. 


None but thoroughly experienced men need apply. Reward for success 


is large interest in profits. 
considered. 


Give us the history of your shoe experience in your first letter. 
C-705, care Boot & Shoe Recorder, 207 South St., 


Hard workers of high grade characters only 


Address 
Boston, Mass. 

















ANTED shoe salesmen who 

have a following in greater 

New York, Pa., New Jersey and 

Conn. Apply immediately. MAG- 

NET SHOE CO., 118 West Broad- 
way, New York, N. Y. 


WANTED—Experienced salesman 
to carry our line of children’s 
high grade Welts, women’s com- 
fort and boy’s shoes on a 6% com- 


Stock on the floor. 
No objection if carried with a 
non-conflicting line. DOYLE SHOE 
co., 18 S. Wells St., Chicago, Ill. 


mission basis. 














WE solicit applications from sales- 
men, of the better sort, for 
manufacturer’s line of medium 


priced 
misses’ 
stock. 


infants’, 
turn 
Several 


6% commission 


shoes 
territories open. 


children’s 
carried 


including 


and 
in 


mail 


orders. Address C-698, care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 











WO REPRESENTATIVES de- 
sired for Haverhill line of ex- 
cellent turn slippers for street and 
evening wear. One for Texas, Ark., 
La., Okla., and the other for Ga., 
Fla., Ala., and Miss. Small amount 
of established business. Address 
C-699, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 





SALESMEN WANTED 

The old established house of 
Weimer, Wright & Watkin Co. 
of Philadelphia, manufacturing the 
3 W’s Lenox Line of Women’s, 
Misses’ and Children’s shoes, and 
carrying a general jobbing line of 
shoes, have the following counties 
open in Pennsylvania: 


Cambria Greene 

Indiana Somerset 

Armstrong Clearfield 

Mercer Jefferson 

Butler Lawrence 

Washington Blair 
Centre 


Resident salesmen of ability and 
experience, with established trade 
in these counties may apply by 
letter, stating all particulars. 
WEIMER, WRIGHT & WATKIN, 
S. Second St., Philadelphia, Pa. 

















. 





SALESMEN 
WANTED 


For 


NORTH, EAST, SOUTH, WEST 





for 
Ladies’ High Grade Turn Shoes. 





Just doubled our output. 





UP-TO-THE-MINUTE 
SHOES THAT SELL. 





A. E. NATHANSON & CO. 
397-9 Bedford Ave., Brooklyn, N.Y. 





SALESMEN WANTED 


to sell high grade comfort shoes 
and men’s slippers to the retail 
trade. 


Old established firm has following 
territories open: 


Pennsylvania, (east of Altoona) 


Southern New York State, 
Southern New Jersey, Delaware, 
Maryland; 


South Carolina, Georgia, Florida; 


Tennessee, Alabama, Mississippi, 
Louisiana 


Missouri, Kansas, Illinois, (south 
of Centralia); 


Colorado, Utah, Wyoming, Idaho; 
Texas. 


SALESMEN are wanted. If you 

are one appiy giving full particulars 

of experience and accomplishment. 

Address C-697, care Boot & Shoe 

— 207 South Street, Boston, 
ass. 











Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 
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PUBLISHER’S NOTICE 


SUBSCRIPTION—The subcription price of the 
Boot and Shoe Recorder is $5.00 a year in 


advance, which includes postage in the 
United States. Cuba, Hawaiian Islands, 
Philippine Islards and Mexico. The price 


for Canada is $6.00 a year, including post- 


age. 
FOREIGN SUBSCRIPTION—The price to all 

foreign countries except the above is $10.00 

per year, ine'lnuding posta7ze. 

All subscriptions are payable in advance. 
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OFFICES IN 

BOSTON OFFICE: 207 South Street. 
Correspondence relating to all de- 
partments should be addressed to 
the Boston Office. 

BROCKTON OFFICE: 224 Moraine St. Geo. 
w Hill, Manager. Telephone 507. 

CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. C. Bowen, Man- 
ager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manager, 

NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. H. Walter Scott, Man- 
ager. Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Seott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 810 Second Nationa? 
Bank Bldg, H. M. Bowen, Manager. Tele- 
phone Canal 4426. 

ROCHESTER OFFICE: 609 Powers’ Bldg. 
Rossiter L. Seward, Western New York 
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LYNN OFFICE: Fred A. Gannon, 

MILWAUKEBP OFFICE: B. C. Bowen, Man- 
ager. 

WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth Street. 

PARIS OFFICE: 2 Rue des Italiens. 
bard, Manager, 

LONDON OFFICE: John C, Curtiss, Man- 
ager, 11 Haymarket, London, S. W. 1, England. 

AUSTRALIAN OFFICE: 439 Lit. Collins St., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Salz- 
man, Manager, Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S, Fitch, 88 Rua 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. 
Fuhrimann, Gerente. 

CUBA: Mr. H. Gomez, Corrales, 2A, Havana, 


Cuba. 

JAPANESE OFFICE: Yokohama. J. F. 
agen, Manager. 

SPAIN: Gerente, Leoncio de feast, 

Librero Editor, 20 Fuencarral, Madrid 


L. Hub- 


Otto 
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BOOTS AND SHOES 


Alden, C. H., Co., Abington, Mass 

B. & P..Feotwear Co., Oswego, N. Y. 

Barry, T. b. Co., Brockton, Mass 

Bay State Slipper Co., Haverhill, Mass. ..106 

Bleecker Shoe Co., New York City 

Blum Shoe Mfg. Co., Dansville, N. Y 

Bows Moccasin Co., Avon, Mass 

Brockton Co-operative Shoe Co., 
ton, Mass. 

Brooks Shoe Mfg. Co., 

Brown, H. C., Co., Inec., Boston 

Burkley Shoe Co., Brockton, Mass 

C. & E. Shoe Co., Columbus, O 

Cambridge Rubber Co., Cambridge, Mass... 58 

Chipman-Harwood Co., 

Churchill & Alden Co. (Campello), Brock- 
ton, Mass. 4th Cover 

Clapp, Edwin & Son, Inc., E. Weymouth, 


Collins & Staples, Haverhill, Mass....86, 108 

Consolidated Shoe Co., Boston 

Cotter Shoe Co., Boston 

Craig-Reed & Emerson, Inc., Brockton, 
a With bas bodPdEcens codesencaedeedoca 96 

Dodge, N. D., Shoe Co., Newburyport, 
Mass. 

Elam, F. S., Shoe Co., Rochester, N. Y.... 91 

Endicott-Johnson Corp., Endicott, N. Y. 

: 3rd Cover 

Felstiner-O’Connell Shoe Co., Inc., Haver- 
Se Cec cecacdnbbadeansancneekssbes 87 

Fern & Poor Co., Inc., Newburyport, Mass. 87 

Fox, Inc., Chas. K., Haverhill, Mass 

Freeland, H. H., Rochester, N. Y 

Georgetown Standard Shoe Co., 
town, Mass. 

Goodger-Milow Shoe Co., Inc., Rochester, 


George- 


Goodger, W. C., Rochester, N. Y 
Green, Daniel, Felt Shoe Co., Dolgeville, 


Gustim, M., New York City 

Hannahsons Shoe Co., Haverhill, Mass... .102 
Harding Shoe Co., Inc., Haverhill, Mass.... 88 
Harrison-Lockwood Co., Haverhill, Mass... 87 
Howard & Foster Co., Brockton, Mass 
Hunkins, W. O., Co., Haverhill, Mass 

Jaques & Clement Co., Haverhill, Mass... .108 
Johnston & Murphy, New York City 

Joy, Clark & Niet, Inc., Rochester, N. Y..111 
Juvenile Shoe Corp., St. Louis, Mo 

Keith, Preston B., Shoe Co., Brockton, 


Kreider, A. S., Co 

Krohn-Fechheimer Co., Cincinnati, O...30, 31 

La Crosse Boot and Shoe Mfg. Co., La 
i oe oensnee a. a 

Lilly, Henry, New York City............ -. 88 

Lyons & Hershenson Co., Boston 

Maid-Rite Felt Slipper Co., Brooklyn 

Marston & Tapley Co., Danvers, Mass.... 90 

Martin, A. H., Co., Rochester, N. Y 

Mayer, F., Boot & Shoe Co., Milwaukee, 
TE chenacens 


Moore-Shafer Shoe Mfg. Co., Brockport, 


Nettleton, ‘A. B, Syracuse, N. Y....... we 

Newcomb-Anderson Shoe Co., Rochester... 91 

Nu-Baby Shoe Co., E. Lynn, Mass 

Nunn-Bush & Weldlon Shee Co., Milwau- 
kee, Wis. .... sokaeae é oosees mee 51 

Olenick, L, New York City 

Packard, M. A., Co., Brockton, Mass 

Phillips-Cram Corp., Haverhill, Mass...... 87 

Pinsker, J., New York City.......... so000 ae 

Reece Shoe Co...... cecedecccces ee 

Rice & Hutchins, Inc., Boston....... gueees 32 

Richards & Brennan Co., Randolph, Mass. 26 

Saks Bros. Felt Shoe Co., New York 

Salem Shoe Co., Salem, N. H 

Sargent, Donn D., Salem Mass 

Schindler, L. B., Shoe Co., New York City. .102 

Silver Shoe Co., Haverhill, Mass 

Ghahes; Ghiange, Theiss cccccoccccccese sae 

Smith, Wm. Sumner, Chicago 

Stacy-Adams Co., Brockton, Mass 

Stetson Shoe Co., So. Weymouth, Mass... 90 

Strohbeck, Chas. W., Inc., Brooklyn, N. Y.. 88 

Tessier & Bowdoin, Haverhill, Mass 


Thompson Bros. Shoe Co., Brockton, Mass. 
15, 89 


Thomson-Crooker Shoe Co., Boston 

Turner, J. S., Mfg. Co., Lowell, Mass....106 
United States Rubber Co., New York City.109 
Weber Bros. Shoe Co., No. Adams, Mass.. 28 
Westcott-Whitmore Co., Syracuse, N. Y... 86 


Weyenberg Shoe Mfg. Co., Milwaukee, Wis. 
Front Cover 


Whitman & Keith, Brockton, Mass 

Williams, Arthur A., Shoe Co., Holliston, 
Mass. csccceccves Sdeacestess OO 

Williams Clark Co., Lynn, Mass 

Witherell, E. A. & M. C., Co., Haverhill, 
MEOGR. cc isscdscccssocese cocececeese edecce 87 

Wright, E. T., & Co., Ine., Rockland, 
TERA. occcccctucdccccccccescnapscsesoesee 25 


eee ween eeee 


FINDINGS AND SHOE STORE SUPPLIES 


Adler-Jones Co., Chicago....... ehvoshson® 82 

American Seating Co., Chicago, IIl 

Bicycle Step Ladder Co., Chicago, Ill......113 

Coultas Co., D. W., Providence, R. I...:.. 94 

Crystal Fixture Co., Chicago 

Daynite Furniture Co., St. Louis, Mo..... 

Decorators Supply Co., Chicago, Ill 

Doty & Scrimgeour Sales Co., New York 
I ee ae See Riedbces aS ceentee 92 

Elastic Tip Co., Boston.......... ih caaaees 95 

Ellis, W. E., Co., Haverhill, Mass 

Emery & Beers Co., Inc., New York City. 67 

Fashion Ornament Co., Brooklyn, N. Y... 95 

Federal Arch Lift Mfg. Co., Boston...... 20 

General Industrial X-Ray Co 

Hecht Fixture Co., Chicago, Ill 

Jung Arch Brace Co., Cincinnati, O 

Kahn, Edw. E., Co., Brooklyn, N. Y..... 94 

Kelly, T. K., Sales System, Minneapolis, 
THERM. ccccccccccscsse neehene iamheceag ee 97 

Lyons, Hugh, Co., Lansing, Mich......... 65 

Martine, M. B., Inc., New York City...... 94 

Milbradt Mfg. Ce., St. Louis, Mo....... «sid 

Milwaukee Chair Co., Milwaukee, Wis 

Onken, Oscar, Co,, Cincinnati, O...... eek 

Parisian Beading Works Co., Philadel- 
PheiR cccccccdccccecgsoces seeds.. @ 

Pfister & Vogel Leather Co., Milwaukee, 
WO  cccctasansétas EEE ST Py osnennee ae 


Rauh, S., & Co., New York City 
Scholl Mfg. Co., Ghicago and New York 


Silverite Co., The, Boston....... oo 
Standard Show Card Co., Chicago 
Tweedie Boot Top Co., St. Louis, 

2nd Cover 


Vanity Novelty Works, The, Brooklyn, 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Elliott Mach. Co., Boston 

Griffin Mfg. Co., Inc., New York City.... 22 

Hub Gore Makers, Boston 

Lagomarsino, P. J., & Co., Phila., Pa.... 94 

Littlefield Heel Co., Amesbury, Mass 

Meyer, J. C., Thread Co., Lowell, Mass... 92 

North & Judd Mfg. Co., New Britain, 
GORE. cccsrciccccosswconcecoedssscccem 68 

Progressive Shoe Mach. Co 

United Fast Color Eyelet Co., Boston..... 18 

United Shoe Machinery Corp., Boston. .28, 82 

Wiechman Pattern Co., Cincinnati, O 


LEATHER AND OTHER MATERIALS 


Barnet, J. S., Co., Boston.......... dieeaenke 7 
Beggs & Cobb, Inc., Boston....... were 92 
Chamberlain, B. F., Boston............. ose 
Creese & Cook Co., Boston 

Einstein, J., Inc., Phil., Pa........ base ued 24 
Green & Hickey Leather Co., Boston 
Hunt-Rankin Leather Co., Boston...... - 108 
Jones Co., F. E., Boston 

Kistler, Lesh & Co., Boston 

Lawrence, A. C., Leather Co., Boston 

Levor, G., & Co., Inc., Gloversville, N. Y... 14 
Monarch Leather Co 

Standard Kid Mfg. Co., Boston........... 3 
Tanners Cut Sole Co., Boston............. 106 


MISCELLANEOUS 


Atlantic Printing Co., Boston.... 

Brooklyn Purchasing Syndicate, Brooklyn, 
Bs He, cdackewe acecesccsocacces cewedecbecee 113 

Calderwood & Preg, Inc., Boston 

Cantor & Wolpert Co., Boston 

D’Avesne Translation Bureau, Boston 

Dejonge, Louis, Co., New York City 

Glauberg & Co., New York City 

Hooper Printing Co., Boston 

Hotel Essex, Boston 

Hotel Martinique, New York City 

Kalter Cerf. Merc. Co., Max, New York 
GF cccccdcnccessves Sedbecdesacotcedheos 113 

National Shoe & Leather Exposition 

New York Export Purchasing Corporation, 
Meow Werks CU... ccgecccdvccsceccscgece 113 

Philip Hano & Co., New York....... er 

Root Co., F. S., Boston............ tices 

Boylston National Bank, Boston......,...110 

Tolman Print, Brockton, Mass 

University Electrotype Foundry, Cambridge, 
Mass. 

U. 8S. Shipping Board.... 

Van Praag Co., New York City...... osceahen 


eee eee ee eee eee eee 


occccccccccccwcel, OD 
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Styles That Are In Daily Demand | 


























Style X 563 
Black Vici, Good- 
year Welt, Easy 


Reasonably ies 
Priced Price, $4.60 
While They 
Last 


Style X 2182 


GLANCE. at the 


ES2) prices and descrip- |] Kg" su 
13/8 Military 


tions will tell you that | 8° S3 2# 
these good day-in-and- ||} 
day-out sellers are worth 
looking up at least. 








All are of the quality 
that this house has stood 
for through years of 

service to the trade. perewl 


McKay Sewed, 
14/8 Military 
Heel, Sizes 2% 
to 8, O, D. 

Price, $3.75 






Ready to Ship 
Direct from Stock 
















Style X 562 
Black Vici, Good- 
year Welt, 12/8 
Military Heel, 
Sizes 2% to 8, NG 
A, B, G D. 

Price, $4.60 


















Style X 1760 
Patent Colt, 
Goodyear Welt, 
Leather Louis 
Heel, Sizes 2% 
pb 8, A, B, OG, 






Repriced to 
$3.00 












Style X 3329 
Gun Metal, 
Goodyear : Welt, 
13/8 Military 
Heel, Sizes 2% 
to 8, B, C, D. 
Price, $3.50 










































Parker Holmes Company 
Boston 





Mass. 
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3 ReEp-aNih ri 
FTG, Spe Boul” 


In New York City 


Oogege@geagoa 


As a convenience to the Trade, we have opened a New York 


Office at 
643-644 Marbridge Building 
47 West 34th Street 


Mr. M. J. O’Brien, who is in charge, will be pleased to have his 
old friends as well as new, call and inspect our complete line of 


““KREEP-A-WA” and fancy felt foot wear. 


UO e a ae oO oO 


BLUM_ SHOE MF. CO. 


Fa Factori. es at 


DANSVILLE, NEW YORK 
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RED WING 


® BOY” 


A Shoe for Real Boys 





Light Weight KIP, ELK 
SOFT—STRONG 





A perfect last for 
growing feet. 


Manufacturers 


Red Wing, Minnesota 





i ' tt tt (tt tt 







$65 
IN STOCK 


“Little Men’s Choc. 
Elk 


Unlined - Bluch. 
Welt” 


Finest Oak Bend 


Soles 

















Counters—Insoles 
Full Vamp 
Sizes: 9—131%4 


Instock D Width 








| 
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SCHERERS 


“FLOWER CITY © 


August 6, 1921 











——— 
TAM 


© elder shoes 


slill bellen—— 








Nothing can help more to give your 
customers a quality impression of 
your shoes than to have them made 


of Scherer’s Flower City Kid. 






































In future selling much will depend 
SEA GULL GREY on first impressions. Make your HAVANA BROWN 
No. 23 customers enthusiastic at the start o. 10 
— ' ‘y; yo by giving them Scherer’s Kid in your eS 
BELGIAN BLUE shoes. BEAUTY BROWN 
No. 21 No. 5 
-— PLE | ee a 
o. | °. 
BOOZIE BLUE Oscar Scherer & Bro., Inc. TERRA COTTA 
1 No. 36 29 SPRUCE STREET, N. Y. No. 3 
} WINE No. 6 FACTORY, NEWARK, N. J. BRONZE No. 34 
Originators of and Leaders in Fancy Colored Kid 
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Though rain from the dark clouds may ooze, 
Aunt Sue to go shopping doth choose, 

She’s comfy and sogey. 

This old lady snappy 
The reason? Her “Comforteze” Shoes! 





No. 851—Glazed Kid, Seamless Lace, 
No, 612—Glazed Kid, 6 inch, Whole ae age mm Bunion Last, 8/8 Rubber 


Quarter Polish, 8/8 Rubber Heel. Gen- eel, Genuine Leather Cushion Inner 
uine —— Cushion | Inner Sole. In Sole. In Stock, D, BD and EB, 3/9. 
Stock, and BP, 3/9. Price $3.00. * Price $3.25. 


UALITY and price 
combined. 

We use materials best 
suited for comfort, wear and 
flexibility. We cannot make 
them cheaper and maintain 
the standard upheld by Mer- 
rill, Porter & Company for 
the past 39 years. 

Every pair is guaranteed. 
Twenty numbers in stock. - 
Send for catalog. | 


No. 562—Glazed x, 95 Fuses Be 

ish, Steel Arch, 1 a gy No. 761—Glazed Kid, Circular Foxed 
Genuine Cushion Leather Inner Sole. Polish, Perforated Stock Tip. 6/8 Rubber 
No. 561—As No. 562, Stitched Tip. Heel, Genuine Leather Cushion Inner 
Both h.65 - Stock, C, D and BD, 3/9. $235 - Stock, D and B, 3/9. Price 


“MERRILL, PORTER & CO. 


113 Munroe Street LYNN, MASS. 
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REST <miy.ie=> CURE 


The Perfected Curative Shoes For Women 


La France ““REST CURE” shoes are an established success with most 


E have been making 

them in _. steadily 
greater volume for over a 
dozen years. In fact, we 
have never been able to 
make enough. 


Now in our great new fac- 
tory we can make more of 
them. 


La France Flexible Welts 
are too well known to re- 
quire extended description 
here. In REST CURE 
Shoes we combine with our 
very flexible soles a particu- 
larly snug fitting arch and a 
movable stiff shank, which 
latter can be adjusted to the 


of our many agencies. 








Carried in Stock 
Boots and Oxfords 
Finest 
Black or Brown Kid 
AA to D Widths 


Choice of Two Lasts 
as illustrated below 


Further Information on Request 








position most comfortable 
to the wearer. 

No shoe we know of com- 
bines all these important 
features. 

In selling REST CURE 
Shoes you have behind you 
the nationally known LA 
FRANCE name and all it 
means to the public in 
terms of years of quality 
production. 

Meet the steadily increasing 
demand for curative com- 
fort shoes on styleful lasts 
by selling a shoe of proved 
success and_ authority. 
Write us today for samples 
and further information. 


Williams, Clark & Company 


Lynn 


Women’s Welt Shoes Exclusively 


183 Essex St., Boston 








| 

| 

\__ Brown or Black Kid. ( 
es a 





~— Ss 


La France REST 
CURE Shoes are 
made in boots or ox- 
fords, as illustrated 
herewith. Choice of 
either toe. Finest 











RETAINING 
FEATURE 
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Shoes of Value—Rightly Priced 


‘Price Shoes”’ a Questionable 


Value 


Which of These Offers Your Business 
Building Answer of Today? 











“SHOES OF VALUE RIGHTLY “PRICE SHOES” will seriously 
PRICED,” will build permanent impair your prospects for con- 
customer confidence. tinued business. 





The Milford Line is built upon the policy of 
“SHOES OF VALUE—RIGHTLY PRICED” 





OUR VALUES offer shoes OUR PRICES allow you to 
of real style, real quality, profitably place calf and kid 
constructed from none other shoes on the feet of the shoe- 
than leading lines of upper wearing public at_ right 


and sole leather and Al ma- prices— 
terials. $6.00 to $7.00 


- Wise Merchandisers Will Not Delay 
Their Fall Buying. 


MILFORD SHOE COMPANY 
Factory—Milford, Mass. 


SALESROOMS 
36 Lincoln St., Boston, Mass. 443 Marbridge Bldg., New York City 






































Sample No. 1162 


Lawrences No. 19 Calf— 
Square Wing Tip Bal. 10 
Iron Selected Oak Bot- 
tom. 6 Iron Solid Oak 
Innersole. Fine Twill 
Lining. Brass Eyelets. 
Wingfoot Heel with Solid 
Leather Base. 
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RITA 


HELL 


is paved with good intentions. 
So runs the old proverb we have all heard so often. 


There can be no doubt as to the good intentions of the average shoe manufac- 
turer in relation to the value of the linings he puts in his shoes, but ignorance of what 
constitutes value in shoe linings is very apt to relegate his efforts to the place above 
mentioned. 

Following beaten paths and lines of least resistance never resulted in progress, 
and never will. 

Using certain types of cloth for shoe linings simply because they always have 
been used gives absolutely no assurance that they are appropriate for the purpose. 

Close study, logical reasoning, many experiments and conclusive tests, have 
proved that there is a right and a wrong way of building cloths to serve in this 
supremely important capacity. : 

These disclosures have come as a complete surprise and revelation to many shoe 
manufacturers who have believed that they were using the right kinds of cloth to give 
service, whereas in many cases the construction employed has been perfectly designed 
to defeat the very ends they sought to attain. 


WE OFFER 


Seether ae ee ee 





Wax Weld FOR LESS MONEY 
—— | SHOE LINING © -_ - 
DOUBLE TWILL Ices | WIN-DRILL 


SHOE LINING : ; 
WH HoLaROOK Right Construction ‘ Za ae 


“4 
| 


| 
a 


Produces 


“FITNESS TO PURPOSE” imum Efficiency FOR SHOE LININGS 
IS THE TRUEST GAUGE Men USE CLOTHS WHICH ARE 


FOR MEASURING VALUE MADE TO BE SHOE LININGS 





To those who are concerned in producing and marketing serviceable footwear; who appreciate 
that, at best, the lining is almost certain to be the first part of the shoe to wear out; who realize 
that, once gone it can neither be replaced nor repaired, and who do not want to see their efforts and 
good intentions go to , we recommend a serious consideration of this group of cloths which 
are made to be shoe linings. 

“Doubletwill” Shoe Lining, beautiful and efficient, refreshing and distinctive in appearance by 
comparison with old-fashioned twills, and correcting their vital weaknesses from the standpoint of 
wear, affords the ideal lining for the highest types of shoes for either men or women. 

“Wear Well” Shoe Linings in three grades are efficient in the last degree without any claim to 
being spectacular. Each, in proportion to the amount of material employed, will impart full lining 
value to the shoe of which it becomes a part. 

“Twindrill” Shoe Lining provides efficiency and refinement of appearance which makes it avail- 
able for those shoes which are limited as to price but must still be more than merely useful. 


DO YOUR LININGS SQUARE WITH YOUR INTENTIONS? 


DOUBLETWILL, WEAR WELL AND TWIN-DRILL .LININGS ARE SOLD ONLY BY W. H. HOLBROOK CO. 
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amie! Greer 


WSlippers 


Our trade mark as well 
as our shoes are being 
imitated. For your own 
protection look for the 
Daniel Green trade 
mark inside the scroll, 
and the Comfy green 


“You Lok the 
Picture of Comfort” 


charming color effects in satin, 

brocades and poplins’ to match 

your favorite dress or negligee. 

—we wouldn't disturb you for And your Comfys will hold 

world.” their trim iit appear- 

ance after long months of ser- 
viceable wea 








That's a point that women ap- 





N. Y. 
range of enticing fabrics and East 13th Street. 


Daniel Green 








Comfy, | 


box. A little care will 
mean months of extra 
wear. 


EPATEN TER 


Daniel Green advertis- 
ing runs the year around 
and creates a demand 
for Comfy Slippers in 
the warm weather as 
well as cold. This full 
page tells the summer 
Comfy story to the 
2,000,000 readers of the 
Ladies Home Journal. 








Vacation Time Is Comfy Time 


Don’t think of Comfys as Winter goods only 
in your store—they are summer goods too in 
the truest sense. 


In fact Comfy Slippers have a stronger ap- 
peal to many users in vacation time than any 
other season of the year. 

For those who seek perfect relaxation and 


rest in the lazy summer days, Comfys are an 
unequalled aid to warm weather comfort. 


And their trim, smart styles make them foot- 
wear for which none need apologize. 


Is your selling effort taking advantage of this 
fact and cashing in on the summer demand 
which our advertising creates ? 


Write for our catalog of In Stock Comfys 
and Satins. 


Be sure to get the genuine Comfys. 


DANIEL GREEN FELT SHOE COMPANY 


GENERAL OFFICES: DOLGEVILLE, N. Y. 
New York Sales Room, 116 East 13th Street. 


Daniel 


Comfy Slippers 


Green 


——— 


GSlippers) 


JULY 28; §'90B = 





RE 
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Give a receipt | #2 =» 


THIS ISA RECEIPT FOR YOUR 
PURCHASE. 

THE RAND-JOHNSON CO. 
NEW YORK 


and get all your money 





The right way to handle a sale 
@ Collect the goods at the 


wrapping counter beside 
the register. 





Wrap this receipt in the parcel. 


LEE 


Tell the customer the price CASH 


and get the money. 





Register the sale. 


©© ® 


Wrap the receipt in the 
parcel. 


© Give the parcel and change 
to the customer. 

















The customer gets quick service. 


The clerk gets credit for making the sale. 








And get all your money. 


The merchant gets all of his profits. 


We make cash registers for every line of business. Priced $75 and up. 


NATIONAL 


CASH REGISTER CO. 


DAYTON. OHIO. 














= 
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a 
Crawford Arch-Supporting Shanks 





Help Sales Along 


LINE of shoes with Crawford Arch-Sup- 
porting Shanks is a business building 
asset for any lively shoe store. 


The Crawford Arch-Supporting Shank is built 
right into the shoe—fitted between the inner 
and outer soles and locked to the insole. It 
preserves the shape of the shoe and gives sup- 
port to the arches and ease to the foot. It 
cannot abrade the skin. 


HE finished, fashioned and. fitted shoe is 

intended for the foot only. Any appli- 

ances crowded into the shoe will cramp the 
foot, injure the arch, and destroy the shee. 


Many people in your city have been dissatis- 


fied with arch-supporting appliances. They 
will appreciate a line of shoes built with Craw- 


ford Arch-supporting Shanks. It will pay 
you to carry a stock. 


Write us today for particulars. 


United Shoe Machinery 


Corporation - Boston 


BRANCHES 


Auburn, Me. 
Brockton 
Chicago 
Cincinnati 
Haverhill 
Johnson City 
Lynn, Mass. 
Marlboro 
Milwaukee 
New Orleans 
New York 


J. K. Krieg Co. 
(New York) 


Philadelphia 
Rochester, N. Y. 
San Francisco 
St. Louis, Mo. 















August 6, 1921 BOOT AND SHOE RECORDER 13 


A Large Stock and 
A 30 Day Turnover 


—tells a greater story of the popularity of Excelsior 
Shoes for Boys, than anything else we might say to 
you, who want dependable, fast sellers for boys. 
Shoes that will stand up and deliver full value. 


EXCELSIOR GOODYEAR WELT 
BOYS’ SHOES 


are preferred by many of the best retailers in the 
country. And now we want you to try them and test 
our guaranteed 24 hour shipping service. 


FOR BOYS—Styles—FOR GENTS 
Thirty (30) styles carried in stock. Send for our 
latest catalogue to-day. 


Style No. S 351 
Boys’ Brown Russia Bal—Goodyear Welt, medium weight; Oak 
Leather Sole. Conservative English Last. 
B, C and D widths carried in stock. 


C1 is. ME ob cdewnaaermeas Price $3.50 
Style No. S 251 


Gents’ and Youths’ Brown Russia Bal—Goodyear Welt, medium 
weight; Oak Leather Sole. A good gents’ broad toe style. 
B, C, D and E widths carried in stock. : 
DS 0m BF, MEE 66-0 ccccccen Price $2.85 
coe a | reer Price $3.25 


Style No. S 352 
Boys’ Brown Russia Bal—Goodyear Welt; Oak Leather Sole; 
Wingfoot Rubber Heel. A splendid broad toe style. 
B, C and D widths carried in stock. 
Sy Re eae ree Price $3.60 


Style No. S 367 


Boys’ and Gents’ Brown Boarded Russia Army Blucher, Good- 
year Welt, Garrison type, Munson Army Last, Oak Leather 


Sole. 

B, C, and D widths carried in stock. 
ss i Rear eee Price $3.50 
DF to 9956, Gems. cciccuce Price $2.85 



















































The Excelsior Shoe Company 


Manufacturers of 
Men’s, Boys’, Youths’, Little Gents’ 
FINE SHOES 


Portsmouth, Ohio 
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AS USED BY AMERICAS SHOEMAKERS 


Mr. Shoe Merchant, stock shoes made 
of Shrewsbury Grain Calf Scotch, 
Shrewsbury Skandinavian Grain Calf 
and Green and Hickey Retan. A large 
turnover is influenced by these popular 


leathers. 


Made by 
Stone-Tarlow Co., Inc., 
Brockton, Mass. 


Upper of Shrewsbury Grain 
Calf Scotch No. 139 


Be Sure and Specify Green & Hickey Leather When Ordering Shoes 


ESTABLISHED 1782 INCORPORATED 1900 


IANA a 


GREEN @HICKEY LEATHER CO 


TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. 
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No. 463—KID BAL, commonsense toe, 7/8 
rubber heel, E and EE only, 46 last. $2.75 


No, 454—KID STOCK TIP BAL, medium 
toe, 9/8 rubber heel, E and EE, 45 last, 


$2.75 


No. 461—KID JULIET, commonsense 
toe, 7/8 rubber heel, D, E and EE, 
462 last 2.25 


No. 456—KID STOCK TIP. 7 INCH No. 451—KID STOCK TIP JULIET, me- 
POLISH, medium toe, 9/8 rubber heel, D. dium toe, 9/8 rubber heel, C, D, E and BE, 
Se ee WR icsaascccncecad $3.25 145 last 


























HIGH CUTS ARE READY NOW 


In our latest and most complete catalog are shown eleven high cuts, all fine examples of Mr. 
Gardiner’s exactitude in construction; his thirty-five years of making lasts have given him 
quick perception in the manufacture of Quality Comforts. 











Many more interesting numbers will be found; each of the best kidskin and sturdy sole 
leather. If you would make this Fall a profitable one, get a line on Gardiner NOW. Catalog 
sent gladly. 








ws H. K. GARDINER COMPANY 


680 WASHINGTON STREET LYNN, MASS. 


BOSTON SAMPLE ROOM, 134 LINCOLN ST. 


Goniners E 
’ ry SiAuiry comroniegs ~ 
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LA-F IRAN Cre 


yee this year holds no 


terrors, faint or frenzied, for Lynn’s 
shoe manufacturers. 

By whatever language we express it our 
message to the shoe world today comes 
down to this: We are busy. 

It is for no boastful purpose that we 
state this fact. Rather, it is Lynn’s measure 
of evidence that the shoe business in gen- 
eral did find its feet some time ago and is . 

walking steadily forward and upward. 


ALLEN, GOLLER, LEIGHTON Co. BARTLETT-SOMERS Co. 


BURDETT SHOE Co. COTTER SHOE Co. 
A. FISHER & SON GREGORY & READ Co. 


os 

Var GROWING GIRLS. 
STABLISHED 1865 <% ° q 
: mos! Wad for MISSES and 


<a he 


ride ) i 
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<> , é | ) 
=) PJ. 

HARNEY 
SHOE CO. 





Lynn’s production this summer of 
women’s and children’s shoes and men’s 
slippers is setting a new mark in the re- 
habilitation period — a new mark for 
quality as well as for volume. 


To the co-operative spirit of Lynn’s 
shoe producers, which furnished a strong 
bulwark against the assaults of disturbed 
conditions a year ago, belongs much of 
the credit for renewed security and re- 
newed activity that mark Lynn’s position 


in the world of footwear. 


P. J. HARNEY SHOE Co. HENNESSEY, MAXWELL & HENNESSEY 
G. W. HERRICK SHOE Co. T. J. KiELY & CoMPANY 
WATSON SHOE COMPANY WILLIAMS, CLARK & Co. 
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COhere is onli. 
one VICT KID 


COhere mever 


has bee 
amy other 
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DAT Ik N'T 
COLT 
JAQOD) 
SIDES 

















AYER TANNING CO. 


MANUFACTURERS OF 


CALF-KIPAND SIDES 


BOARDED AND SMOOTH 
BLACKS AND COLORS 
CALF LININGS 
ELK SIDES-SPLITS 
BAG LEATHER. 











SHEEP SKINS | CHROME SOLE 

















FIFTY YEARS PRODUCING HONEST LEATHERS 


Side Guide & Gripper 








me %y* 
AD) 


Voting! 


OY: SIS oe A (5 
‘iit ALTE, Va = aul ey 


99 





(° 
e 
CHICAGO 
35 Dearborn Street 


] 


Seventeen 
illustrated 
Address all communications to Brockton (Campelilo), Mass.’ 





Word—Campus 
Street 


Galluns No. 4 Nor, Calf 
BOSTON 


Price, $8.00 
Price, $8.00 
207 Essex 


U.S.A 


SHOEMAKERS 
MASS. 


Code Word—College 
Bdd. Brown Cordovan 
Ball Strap Oxford. 
BROCKTON 


Brogue Last. 





Ball Strap Oxford. Club 


Code 
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Send for Stock Style Catalogue. 


Men’s and Women’s Models 


FINE 


[ 


COLLEGE OXFORDS 
HOMPSON BROS .SHOE 


NEW YORK 
930 Marbridge Building 





Mt 
bin 


Cotoe 
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IMMEDIATE 
DELIVERIES 


On the Season’s Best Sell- 
ing Turn Novelties 

















ener a 


COTUCUUTUUUUTEEE EEE HU TUE 





Snappy Service—that’s our 
middle name. No waiting— 
you’re next. Quick sellers— 








N | 
NO. 130 ° ° 
lick Sain Vincent On nothing else in our Floor Stock. | 

St , No. 90 t, vo ; 
tl gg Bang = aay Customers build big business | 
D. . . | 
x and secure substantial retail | 
| 


PRICE $5.25 


profits. The minute you get 
“H. & E.” shoes in your store 
they say: “Let’s Go!” 














Orders daily received 
are shipped at once 














No. 2206 
THE TESSIE 





A Style They All Want. 
Black Kid perforated 
one strap, Junior Louis 
No. 129 Heel. Widths A to C. 


Black Kid C. S. One PRICE $5.75 


Strap, Perforated Strap 
and Quarter, Junior 
Louis Heel, No. 50 Last. 
AA, 4-8; A, 3-8; B, 3-8; 


C, 2-8. 

PRICE $5.50 HOPKINS & ELLIS 
HAVERHILL, MASS. 

BOSTON OFFICE: 108 LINCOLN STREET 


























: 


MELEE CCPC CCC ] 




















Os 
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“Onyx” 


Reg V.5.Pat. Orrice 


for Men 


The vogue of wearing wool socks with low shoes bids 
fair to be more popular than ever this fall and winter. 


We have at present a splendid assortment of imported 
and domestic wool half hose from which to choose, with 
prices ranging from $4.25 to $15.50 a dozen. All wool, 
as well as wool-and-cotton, and silk-and-wool mixtures. 
Solid and heather colorings in plain, ribbed and drop 
stitch patterns. 


Also a large assortment of imported and domestic golf 
hose. Per dozen $15.00—$48.00. 


Emery 6 Beers Company, ine. 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery 


Chicago Office: North American Building, State and Monroe Streets Philadelphia Office: 1033 Chestnut Street 
Boston Office: 31 Bedford Street Buffalo Office: 210 Pearl Street 
- San Francisco Office: 259 Geary Street 
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20% Off for August Only 


Ramsey’s Patented 
Sandals and Play | 
BAREFOOT SANDALS Oxfords—Guaranteed 


NOT TO RIP 


Regular Styles—Regular Goods 








These Prices for immediate 


) delivery. All orders mailed to us 
| up to midnight August 3 | st will 
, be filled at these Prices. 


SPORT OXFORDS. OUTSIDE RUBBER 
HEEL | 





PLUG OXFORDS 


After August 31st regular prices 
only. 





See Opposite Page for Prices 





VENTILATE” OXFOR OUTSIDE 
RUBBER HE TEL. 


TH EY CANNOT RIP 


GOODYEAR DOUBLE “with = WELT 


967 ATLANTIC AVE. E. J. RAMSEY CO. BROOKLYN, N. Y. 
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20% Off for August Only 


Ramsey Patented Play Oxfords and Sandals 


Regular Numbers—Regular Goods 
SANDALS 





REGULAR PRICES AUGUST PRICES 
No. 00—Cherry Chrome No. 00—Cherry Chrome 
5-8 814-11 114-2 214-5 5-8 84-11 114-2 244-5 
$1.00 $1.15 $1.35 $1.75 $0.80 $0.92 $1.08 $1.40 
No. 14—Cherry Lotus No. 14—Cherry Lotus 
5-8 84-11 11-2 2Y4-5Y 5-8 814-11 11Yy-2 21Y4-5Y% 
$1.20 $1.35 $1.55 $2.25 $0.95 $1.08 $1.24 $1.80 
No. 10—Tan Lotus No. 10—Tan Lotus 
5-8 814-11 1114-2 214-5 5-8 84-11 11Yy-2 24-5 
$1.20 $1.35 $1.55 $2.25 $0.95 $1.08 $1.24 $1.80 
PLUG OXFORDS 
No. 200—Cherry Chrome No. 200—Cherry Chrome 
5-8 8Y4-11 11-2 2Y4-5Y 5-8 8Y4-11 11-2 2Y4-5\ 
$1.05 $1.20 $1.40 $1.85 $0.85 $0.95 $1.12 $1.45 
No. 214—Cherry Lotus No. 214—Cherry Lotus 
5-8 8Y4-11 11-2 214-5 5-8 8Y4-11 11Yy-2 244-5 
$1.25 $1.40 $1.60 $2.35 $1.00 $1.12 $1.28 $1.85 
No. 210—Tan Lotus No. 210—Tan Lotus 
5-8 84-11 11Yy-2 214-5 5-8 814-11 11-2 244-5 
$1.25 $1.40 $1.60 $2.35 $1.00 $1.12 $1.28 $1.85 
SPORT OXFORDS, Outside Rubber Heel 
No. 700—Cherry Chrome No. 700—Cherry Chrome 
We Wi iw 655.66 ib h 0 se OSG e%euaE $2.00 MEE so ala aeis «Goss caw $1.60 
No. 714—Cherry Lotus No. 714—Cherry Lotus 
dak binds Sails ne sc deae en $2.25 Bi ae bap OR rer eral oo aan arse $1.80 
MENS’ and BOYS’ VENTILATED OXFORDS, Outside Rubber Heel 
No. 900—Cherry Chrome No. 900—Cherry Chrome 
PE Goo txc's saeaeedeniacnete $1.85 RINE og ao cats See. dle ana: 3: 0'o.d tio saiaed $1.45 
BR er eane Feiner erye ea ert 2.25 PE Se. ree eee 1.80 
No. 914—Cherry Lotus No. 914—Cherry Lotus 
OO Pa 6. 6is dca) sw Asid) cals oe aR $2.25 NE easel sinanshaaiarenarsiese -«aethedge $1.80 
WE Pek a eR simcity hikes: Oo ae ae 2.65 WON ie ys. 5:54 4 Gia cahora bt 3, 46°55.84 Bie . £20 
No. 16—Heavy Cherry Chrome No. 16—Heavy Cherry Chrome 
PO Piece aE SORTS a oH sme ses $1.85 | ROR a rer eee $1.50 


967 ATLANTIC AVE. 


RAMSEY’S PATENTED PLAY SHOES 


THEY CANNOT RI 


“IT’S IN THE MAKING” 


GOODYEAR DOUBLE "Wit? 
E. J. RAMSEY CO. 


WELT 


BROOKLYN, N. Y. 
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SINCERITY 






Sincerity is the “high sign” of those who 
are pledged to the principles of square deal. 
There’s nothing mysterious about sincerity; 
it’s just plain outer manifestation of the 
real desire to do honestly by all men. 








The average retail shoe merchant of mature years can 
ascertain quickly whether or not he is dealing with a 
sincere manufacturer. Likewise, the manufacturer, by 
watching production sheets, can find his own degree of 








sincerity. 







The Harrisburg trademark shown above is a symbol of 
sincerity. Sizable figures on Harrisburg production 
sheets prove that seasoned retail merchants have recog- 
nized favorably our efforts to be sincere. 








Che Rarrishurg Shoe Mig. Go. 


of Harrisburg, Pa. 
WOMEN'S SHOES MISSES SHOES CHILDREN'S SHOES 
OF VALUE 
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Correct and CorrecttVe 
STETSON 
uburban 


THE SHOE-FOR MEN-WOMEN 
WE have perfected the shoe for which so many thousands of men 


and women have been eagerly waiting. 
A shoe that conceals beneath smart, shapely lines, features that correct 
foot ills, develop weakened musclesand give that comfort which is un- 
believable until experienced. 
The price of such a shoe is of secondary importance—yet Stetson 
SUBURBANS do not carry the exorbitant prices which many have paid 
for so-called doctor shoes, built on ugly, pluggy lines that embarrass the 
wearer. 
And Stetson presents it—an authority that years of better shoemaking 
has recorded in the minds of most discerning men and women. We could 
not afford to sell you an untried or unproved proposition. 
You should fully acquaint yourself with 
Stetson SUBURBANS if only because of 
the record they have already made in our 
largest cities. We shall be glad and 


prompt to explain their several better- 
ments. Here are just a few: 


Salient Points of Suburbans 


1. Extraordinarily perfect fitting quali- 
ties, at heel, arch and two ball points. 


2. A flexible arch which not only sup- 
ports but exercises and develops weak- 
ened muscles and tendons. 

3. They fit before they're laced, so that 
when laces are drawn the arch and instep 
are comfortably bandaged. 

4. A last that admits of smart style as 
well as full toe room and uncramped 
comfort. 





= 














He who serves best profits most. Stetson 
SUBURBANS embody that better service, with 


corresponding profit. 


The Stetson Shoe Company, 
Inc. 


South Weymouth, 90, Mass. 


BOSTON 
ap elas NEW YORK Little Bldg. 
" - Bush Sales Bldg. Cor. 
130 West 42nd St. Tremont and 
Observe the perfect snug fit of the unlaced Boylston Sts. 


shoe in the picture—especially how it molds 


to the arch. When shoe is laced the arch ie : . , 
SE are comfortably bandaged. More by the Pair, Less by the Year’ 
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MEMBERS OF 
Shoe Manufacturers’ Board of Trade 
of NEW YORK, Inc. 


AMERICAN SHOE CO. 
166 Livingston Street 
BROOKLYN 


GEORGE W. BAKER SHOE Co. 
343 Classon Avenue 
BROOKLYN 


Cc. A. B. SHOE CO. 
641 Lexington Avenue 
BROOKLYN 


COHEN & FRANK CO. 
756 Stone Avenue 
BROOKLYN 


J. & T. COUSINS 
369 DeKalb Avenue 
BROOKLYN 


JOHN CRAMER & SON 
199 Steuben Street 
BROOKLYN 


D. H. CHANDLER SHOE CO. 
166 Livingston Street 
BROOKLYN 


BERT E. DRAKE SHOE CoO. 
235 Park Avenue 
BROOKLYN 


DEGEN LIPP, INC. 
133 Floyd Street 
BROOKLYN 


ANDREW GELLER 
240 Broadway 
BROOKLYN 


A. GARSIDE & SON 
Webster & 7th Avenues 
LONG ISLAND CITY 


GRIFFIN WHITE Co. 
DeKalb & Grand Avenue 





BROOKLYN 








JULIUS GROSSMAN, INC. 
372 DeKalb Avenue 
BROOKLYN 


Sn WM. HENNE & CO., INC. 
«A ball \\ 957 Kent Avenue 
a BROOKLYN 


—! ; | R. H. HOSKINS CO. 
39 6th Street 
LONG ISLAND CITY 


HORN SHOE Co. 
145 Roebling Street 
BROOKLYN 


F. S. KAUDER SHOE CO. 
10 Leo Place 
BROOKLYN 








[GRANT'S TOMB | 


_—— 


KOZAK & McLOUGHLIN 
14th Street & Governor Place 
LONG ISLAND CITY 


J. J. LATTEMANN SHOE 
MFG. CO 


St. Edwards Place 
BROOKLYN 


MAETRICH EYRE & CO. 
242 Greene Avenue 
BROOKLYN 


I. MILLER & SONS, INC. 
1 Carlton Avenue 
BROOKLYN 


MORSE & BURT CO. 
1 Carlton Avenue 
BROOKLYN 


PINCUS & TOBIAS 
17 Lexington Avenue 
BROOKLYN 


PARISIAN SHOE CO. 
226 Varet Street 
BROOKLYN 


PERFECT SHOE CoO. 
2941 Atlantic Avenue 
BROOKLYN 


DF.. A. POSNER SHOES, INC. 
141 Roebling Street 
BROOKLYN 


ROGERS & DAVIS 
1615 East N. Y. Avenue 
BROOKLYN 


STRASSBURGER-STILES 
9 Myrtle Avenue 
BROOKLYN 


CHAS. W. STROHBECK, INC. 
309 Johnson Street 
BROOKLYN 


VOGEL-MILLER 
4th Avenue & Baltic Street 
BROOKLYN 


S. WATERBURY & SON 
232 Throop Avenue 
BROOKLYN 


S. WEIL & CO. 
379 DeKalb Avenue 
BROOKLYN 


ALGIER SHOE CO. 
125 Broadway 
BROOKLYN 


JULIUS ALTSCHUL 
220 Varet Street 
: BROOKLYN 
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OR us to point to the quality of 

Brooklyn-made shoes as the 
highest is merely to do what a large 
proportion of the highest-class_re- 
tailers themselves do. 








This gracefully-granted leadership 
in so preéminent a branch of the foot- 
wear industry as women’s shoes is the 
product of many years of hard, consci- 
entious employment of talent. 





That talent now has an accumula- 
tive value so distinctive and so power- 
ful that the handlers of Brooklyn-made 
shoes feel its steady influence as a real 
factor in the sa/ability of the shoes in 
their shops. 








f PUBLIC LIBRARY | 


“aa | | — oe 

















BOOT AND SHOE RECORDER August 6, 1921 


The Famous 


Welher 


_ Shoei Men 


Women, before buying shoes, examine several styles. Men won’t 

spend the time trying on different shoes. Men must be fitted 

quickly yet satisfactorily. 

Weber Shoes for men—at $5.00 to $9.00—induce rapid turnover 

by completely satisfying the man who demands service plus good 
_ shoemaking. 


WEBER BROS. SHOE CO. 
NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bldg- H. Harris, Rep. 




















August 6, 1921 BOOT AND SHOE RECORDER 








Summer Weight The Demand 
Street Turns ' of the Day 
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For at Once | Neat, Graceful 
Shipment + Strap Effects 


A SPECIAL OFFERING 
$5.00 


W.T.HOLMES COMPANY 


. EXCLUSIVELY LADIES SHOES 
15 NO.FOURTH STREET +: + PHILADELPHIA 

















A CORDIAL WELCOME IS EXTENDED 
TO ALL VISITORS DURING THE 
PHILADELPHIA STYLE SHOW 
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TO see that responsible leathers 

are used in your shoes is im- 
portant——to let your customer 
know it, also, is even more im- 
portant. 


In doing so you have not only 
made a sale, you have helped 
secure a customer for the future. 


If you're selling shoes of VICI 
KID, tell your customers so. 


Most of them, in fact practically 
everybody, has heard of VICI. 


Go still further—Tell them that 
the same firm that originated 


VICI. KID more than 30 years 


August 6, 1921 
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KR 


ago is still the sole maker and main- 
tainer of VICI. Foresighted merchants 
will appreciate the additional confi- 
dence which such sales talk creates. 


There 
Never 
Has Been 
Any 
Other 


Robert H. Foerderer, Inc. 


Sole Producers of VICI KID 
PHILADELPHIA PENNSYLVANIA 
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Iry This 


Gi? to our nearest distributing house 
for a small lot of our Women’s Modified 
Educators. Place them in your window— 
and see how many persons come in and ask 
you about them. The result will surprise 
you. 


Modified Educators are orthopedically correct. They are 
stylish. They are the best advertised style orthopedic shoe 
in the world. You can size in “over night.” They mean 


sales. 





The Rice & Hutchins Chicago Co. The Rice & Hutchins Cleveland Co. 

The Rice & Hutchins New York Co. The Rice & Hutchins St. Louis Co 

The Rice & Hutchins Baltimore Co. The Rice & Hutchins Atlanta, Co. 

The Rice & Hutchins Cincinnati Co. The Atlas Shoe Co., Boston, Mass. 
The J. I. Meany & Co., Inc., Philadelphia. 


RICE & HUTCHINS, Ince. 
10 High St., Boston, U. S. A. 


mooress 
EDUCATOR 


SHOE®) 























